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As Highest Month So Far 
In Production and Sales 


Ford Increases Rupected to Soset Output, With Total 
Sales for Month Estimated at 
165,000 Units 


Detroit, May 31.—Sentiment in this city is somewhat 


mixed without any heavy current of optimism. 


A number 


of leading automotive executives interviewed by Automotive 
Daily News expressed themselves as feeling that June would 
be the highest month in both production and sales so far this 


year, but would continue well 


behind last year’s levels. The 


opinion seems to be that until Congress adjourns and the 


Presidential nominating conv 
the country an understanding 


entions have acted and given 
of what issues are to be fought 


out in the election, it is vain to hope for any very pronounced 


improvement. 

Automotive Daily News is now | 
conducting a survey of probable pe | 
duction totals in June, 1932, wh 
will be published within the hich | 
tew days. At the present writing it 
appears as if the industry’s output 
in June should surpass 200,000 units. 
It is understood that Ford turned 
71,000 units in May and this should 
mean a production for this manu- 
facturer in June exceeding the 90,- 
000 previously estimated. . Ford has 
the advantage at the present time 
of building to meet a demand pre- 
viously piled up, as indicated by the 
company’s statement that it had 
350,000 orders on its books for the 
new model. 

It is practically certain that June 
will establish new high records in 
both production and sales for 1932, 
though the levels in each case will 
be abnormally low in comparison 
with some previous years. 

In the matter of June sales, un- 
official estimates range between 
165,000 and 175,000 units. These 
estimates cover both passenger car 
and truck sales, but they exclude 
sales made by foreign assemblies 
and by Canadian plants operating 
under American manufacturing 
units. 


MID-WEST CAR SALES 
SHOW IMPROVEMENT 


Chicago, May 31.—Healthy im- 
provement all along the line in the 
Middle West during April, as com- 
pared with March, is indicated in 
the survey on automobile sales con- 
ditions just issued by the Federal 
Reserve “tank of Chicago. 
sales at wholesale and retail showed 
a gain, as did used car sales by 
dealers, while inventories of both 


mew and used cars were lower on! 


April 30 than on the last day of the 
month preceding. 

In the matter of salés and the 
inventories of dealers and dis- 
tributors, there was a sharp drop 
as compared with April, 1931, the 
decrease in sales neing proportion- 
ately greater than the shrinkage in 
stocks of cars on hand. 

April wholesale sales increased 26.4 
per cent. in number and 33.8 per 
cent. in value over March, while re- 
tail sales were 27.1 per cent. greater 
in number and 8.2 per cent. in value, 
indicating that in the matter of re- 
tail sales the cars in the lowest- 
priced bracket were in comparativ ely | 
greater demand, 

espite the increase in sales, cars 
on hand in dealer and distributor 
establishments declined by 19.9 per 
cent. in number and 15.1 per cent. 
in value on April 30 than on March 
31, proving that there is less ten- 


(Continued on Page 2) 


New car | 


STOCK CARS SHOW 
METAL IN ANNUAL 


INDIANAPOLIS RACE 


Indianapolis, Ind., May 31.—Stock 
cars or near stock, made a good 
showing here yesterday in the 500- 
| mile International Sweepstakes 
which was won by Freddie Frame in 
a Miller-Hartz special at a new 
record average of 104.144 miles per 
hour. Three Studebaker specials 
and the Hup Comet, running un- 
der the company names, were among 
the 14 finishers left oui of a start- 
ing field of forty. 


Cliff Bergere driving a Studebak- 


average speed of 102.662 miles per 
hour’ and R. Snowberger in the 
Hupp Comet came in fifth with an 
average of 100.286 miles an hour. 
Zeke Meyers brought his Studebaker 
special in six places from the top 
with an average speed of 98.476 
miles an hour. 

The race was fast from start to 
finish and offered a good test for 
all cars entered. Tony Gulotta, also 
driving a Studebaker finished but 
failed to come in with the first ten. 
There were plenty of thrills and 
close neck to neck running. At one 
point Freddy Frame found Howdy 
Wilcox tagging right on his tail with 
only eight seconds margin between 
them. Wilcox took second place 
driving a Lion Head Special. 

Bad luck followed Billy Arnold 
around the track for 150 miles and 





finally crowded him into a high re- 


(Continuea on Page 8) 


BARRY OF N. T. D. A. 
| URGES 5c. TARIFF 
ON CRUDE RUBBER 


Chicago, May 31.—In a telegram 
sent to members of both houses of 
Congress, Martin J. Barry, president 
of the National Tire Dealers’ Asso- 
ciation, urges a tariff of 5 cents 
pound on crude rubber as greatly 
needed at this time. 
The text of Mr. Barry’s telegraphic 
}appeal, as given out here at head- 
| quarters of the association, follows: 

“The National Tire Dealers’ Asso- 
ciation, representing retail tire deal- 
ers of the United States, is heartily 
|in favor of the proposed tariff of 5 
cents per pound on crude rubber. 
The chaotic condition of the auto- 
mobile tire industry is the result of 
prevailing low prices. I believe the 
increase will benefit the entire in- 
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Dealer’s New Car Stocks June 1 
Estima ted at 180, 000 Vehicles 


SEATTLE FORD PLANT 
SWINGS INTO ACTION 
WITH 600 PAYROLL 


Seattle, Wash., May 31.—The local 
assembly plant of Ford Motor Com- 
pany, recently completed at a cost 
of $3,000,000, at East Marginal Way 
and Hudson Street, was opened last 
week, when 600 men were put to 
work. The operation of the plant 
means addition of $100,000 per 
month to the pay roll of local fac- 
tories, and is hailed as an important 
industrial development. 

J. C. Donnelly, Seattle branch 
manager for Ford, announced be- 
ginning of actual operations. The 
daily wage for these men is $6 per 
day minimum, 


Initial production sale is seventy- 
five new V Ford-8 cars per day. 
“We now have 4,027 immediate or- 
ders from our dealers,” said Mr. 
Donnelly, “and it is likely we will 
have to increase output shortly to 
keep up delivery demands.” Each 
car assembled here represents five 
days’ labor for one man, reported 
Donnelly. 

The new Ford plant here is a 
magnificent structure, immense in 
size and indicative of expected busi- 
ness gains, not only locally, but in 
supplying the Oriental markets. 


BATTERY TRADE 


er special copped third place with an | 


SELLING METHODS 
UNDER SCRUTINY 


Washington, May 31.—Discussion 
of trade abuses said to be prevalent 
in the automobile storage battery 
business will take place at a confer- 
ence authorized by the Federal 
Trade Commission, it is announced. 

A time and place for the meeting 
have not yet been set, but the com- 
mission expects that it will take 


«€ ontinued on | Page 2) 


| This Represents a 7.1 Pa Cent. Gain Over May 1, 
But Is Due Largely to Ford Dealer 
Sampling During the Month 


New York, May 31.—Inventories of new passenger cars 


in the hands of retail dealers 


in the United States as of 


June 1 will approximate 180,000, it is indicated by production 


and c consum 


AUTOMOTIVE STEEL 
HOLDS INDUSTRY'S 
PRODUCTION LEVEL 


Youngstown, May 31.—Buying of 
automobile stee] continues to be a 
major influence in bolstering steel 
plant schedules in northern Ohio, 
but the business of this type is so 
thinly spread that effects of the 
greater volume on mill operations 
are rather small, 

Operations of steel plants in this 
area are estimated at 25 per cent. 
of rated capacity, compared with 41 
per cent. a year ago. Operations 
last week also averaged 25 per cent. 
Valley industry observers see little 
likelihood of a sharp change either 
way from present activity, but be- 
lieve that current steel demands 
represent a minimum. 

Plants shipping the greater ton- 
nages to automobile factories show 
the most stable schedules, although 
the pipe market, on which this dis- 
trict depends most heavily, shows 
few signs of real improvement. 
Sheet and strip schedules are irreg- 
ular and uncertain for the most 
part, makers of these forms of fab- 
ricated steel generally reporting at 
each week's start that the schedules 
for their mills the following week 
are indefinite. The hand-to-mouth 
character of the automotive steel 
buying makes a forecast of the 
trend in production of such steel 
difficult. 

Reports that various Ford Motor 
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A.S. M. E. Hears Report on 


Mechanism 


New York, May 31.—As an out- 
come of the work of the Lubrica- 
tion Engineering Committee of the 
American Society of Mechanical 
Engineers, a new and _ startling 
theory: of the mechanism of lubri- 
cation has been developed and will 
be presented to an informal con- 
ference at the Engineering Societies 
Building tomorrow under the aus- 
pices of the A. S. M. E. 

The practical importance of this 
theory lies in the fact that it pro- 
posed novel bases for the evalua- 
tion of the lubricating properites of 
oils, and greases and, incidentally, 
offers an explanation for a number 
of matters that have been puzzling 
lubrication engineers in the past. 

The development of this theory 
has been made possible by discov- 
eries of new features in the behav- 
ior of lubricants which in turn have 
been made possible through tests 
made on a new machine for in- 
vesligating phenomena of lubrica- 
tion erected by the Sperry Gyro- 
scope Company. 

The new theory of lubrication 


of Lubrication 


offers factual support for the dis- 
coveries of German investigators, 
such as Viewig, to the effect that 
lubricating properites of oil as such 
}are not determined by the viscosity 
of the oil. 

It also offers experimental proof 
of the correctness of Langmuir’s 
theory under which a layer of lubri- 
cant one molecule thick is held by 
chemical forces at the face of the 
metal, as well as the theory of 
French investigators supported by 
Sir J. J. Thompson, the famous 
British physicist, to the effect that 
a comparatively heavy layer of oil 
is held to the face of the metal by 
electrical or magnetic fields. 

With the new machine, not only has 
the actual presence of these layers 
been confirmed but the lubricant has 
been foun dto peel off, layer after 
jlayer. It has been further discovered 
that we finally reach an “ultimate” 
layer which does not peel off, even 
when enormous disruptive forces 
have been applied to it. 

Another 


(Continued on Page 4) 


discovery has been that 
| 


ption figures for the month of May available up 
ramus, iit  - 


This estimated total comparesz 
with estimated stocks on hand as 
of May 1 of 168,000, an increase of 
12,000 units, or 7.1 per cent. This 
increase, while contrary to the 
usual seasonal downward trend in 
inventories during May, was not 
unexpected. As a matter of fact, 
it was expected that the sampling 
of Ford Motor Company's dealers 
with new models would result in 
a greater upturn. 


While shipments to Ford dealers 
greatly exceeded the increase in 
dealer car stocks, the Ford retailers 
were able to deliver any excess over 
cars needed for demonstration pur- 
poses as fast as they arrived. Also 
the sales figures indicate that the 
holdings of some of the other deal- 
ers declined in May in line with the 
usual seasonal trend. 

In the foregoing estimate of 
stocks for June 1, allowance is 
made for the production of 160,600 
passenger cars in May, as against 
120,800 in April. 


(Continued on Page 8) 


LYCOMING OFFERS 
NEW TRUCK ENGINES 


Pa., May 31.—Ly- 
coming models SA and SB six- 
cylinder engines for commercial 
cars are of the “L” head type. Model 
SA has bore of 3% inches and SB 
a bore of 3%4% inches. Stroke of both 
engines is 4'!4 inches. Displacement 
of model SA is 224 cubic inches, 
and the horsepower rating is 61 at 
2,800 r. p. m. with maximum torque 
of 145 pounds-feet at 1,000 r. p. m, 
Model SB displacement is 242 cubic 
inches and it develops 65 horse- 
power at 2,800 r. p. m. with maxi- 
mum torque of 160 pounds-feet at 
800 r. p. m, The compression ratio 
of the SA is 4.87:1 and SB 5:1. 

Cylinder blocks are detachable 
and of chromium iron. Large water 
passages are provided around all 
cylinder barrels and valves. Cylinder 
heads are detachable, with spark 
plugs and distributor mounting in 
head. Crank case is extremely rigid, 
with longitudinal ribs running full 
length of case and cast a little 
above oil pan flange. This construc- 
tion gives the ruggedness and 
rigidity necessary to withstand the 
torsion and twisting encountered in 
truck service. 

Crank shaft is 2% inches in 
diameter and is supported on four 
main bearings. Lengths of these 
bearings from front to rear are: 
2 1-6 inches, 154 inches, 2 inches, 2% 
inches. Bearings are of white metal 
alloy on bronze backs, of precision 
type and interchangeable without 
refitting or removal of crank shaft. 
All bearings are dowelled in caps. 

Cam shaft is carried in five bear- 
ings of white metal alloy on steel 
backs. Diameters of cam shaft bear- 
ings from front to rear are: 2.03, 
2.00, 1.99, 1.97, 1.95. Lengths of cam 
shaft bearings from front to rear 


Williamsport, 


(Continued on Page 4) 
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MANUFACTURERS’ SALES, 
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PASSENGER CARS 





INCLUOES FOREIGN ASSEMBLIES REPORTEO AS COMPLETE UNITS OF VEHICLES 


BATTERY TRADE 
SELLING METHODS 
i UNDER SCRUTINY 


(Continued from Page 1) 
place in Cleveland, O., some time 
next month. Chairman W. E. 
Humphrey of the commission will 


preside. 

About 60 per cent. of the indus- 
try by volume is expected to be rep- 
resented at the conference, where 
they will draw up a set of rules of 

* business practice for submission to 
the commission with a view to pro- 
viding for the elimination of prac- 
tices which constitute unfair meth- 
ods of competition. 








Have youa 





industry will gather 
Springs, June 12 to 


production men and 


cation. 


Fisher Building, 


Engineers? 


Engineers and production men of the 


meeting of the S. A. E. 


Each day Automotive Daily News will 
cover the meeting editorially. 
will be mailed to all important engineers, 


cials in the industry in addition to those 
who attend the meeting. 


Please send space reservations early. 
Forms close two days preceding publi- 


Publication Dates—June 14, 15, 16, 17 


Automotive Baily News 


H. A. TARANTOUS, Bus. Mgr., 350 HUDSON STREET, N. Y. C. 
DETROIT OFFICE: Geo. 


WESTERN OFFICE: Willard R. Cotton, Manager 
333 No, Michigan Ave., Chicago, Ill. 


AUTOMOTIVE STEEL 
HOLDS INDUSTRY'S 


PRODUCTION LEVEL 
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Company plants throughout 


AUTOMOTIVE DAILY 


ible 


NEWS, 


SCHLIEDER VISITING 
N. S. P. A. JOBBERS IN 





SOUTHWEST SECTION 


Detroit, May 31.—Verne W. 
Schlieder, field secretary of the Na- 
tional Standard Parts Association, is 
making an eight weeks’ trip through 
the East and Southeast calling on 
approximately fifty of the Associa- 
tion’s jobber members. 

Schlieder will spend from one to 
three days in each city he visits, 
working with the jobbers in their 
stores, delivering the new N. S. P. A. 
illustrated trade meeting talk, “Get- 
ting Your Share,” and «devoting 
particular attention to the deferred 
payment repair plan, the promotion 
of which is one of the association's 
major activities. 

Following the completion of sur- 
veys now in work at N. S. P. A. 
headquarters in Detroit, Ralph 
Sandt, director of marketing re- 
search, is scheduled to make a simi- 
lar trip for the purpose of assisting 
jobber members in the Western 
states, 


C. M. HOOF COMPANY 
IN LARGER QUARTERS 


Chicago, Ill., May 31—The C. M. 
Hoof Company, Chicago, national 
jobbers of automotive products, has 
just moved into larger quarters. 

The new home of the C. M. Hoof 
Company is located at the head of 
“motor row” on Michigan Avenue, 
Chicago. 

With the increased facilities, the 
C. M. Hoof Company has inaugu- 
rated a general expansion program. 
Both men and products have been 
added. Among the newer items to 


~ | be distributed nationally by this 


company are Chicago governors, for 
commercial cars, buses and trucks. 





MID-WEST CAR SALES 
SHOW IMPROVEMENT 
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the | dency by dealers to overstock than 


country are increasing output are | t any previous time in the trade in 


cheering Ohio steel manufacturers, 
although individual mills here have 
not benefited greatly because of the 
extent to which the business is be- 
ing spread out. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


message for 





at White Sulphur 


17, for the summer 








Copies 


other factory offi- 









M. Slocum, Manager 
Detroit, Mich. 












this section. 

The number of used cars sold 
gained 22.2 per cent. in April over 
March. Salable used cars, on the 
other hand, showed a shrinkage of 
5.4 per cent. in number and 6.4 per 
cent, in value. 

Cars sold at retail on the deferred 
payment plan were 51 per cent. of 
the total number sold, as against 47 
per cent. in March and 56 per cent 
in April, 1931. 


AUTOMOBILE INQUIRY 
SLATED FOR GENEVA 


Geneva, May 31.—A delegation of 
the League’s economic committees 
today began consulting a group of 
representatives of the automobile in- 
dustry of the world situation as re- 
gards motor car production, trade 
and international measures to stimu- 
late it. All great motor manufactur- 
ing countries were represented and 
told their troubles except the United 
States, which declined an invitation 
to attend the meeting. 

The French secretary general of 
the permanent international office 
of automobile builders, however, 
gave the committee some informa- 
tion on the situation in the United 
States. Italian motor car makers 
were largely responsible for getting 
the others to invite the League of 
Nations to study the industry in this 
way. 


FORD LONG BEACH, CAL., 
PLANT ON TWO SHIFTS 


Long Beach, Cal., May 31.—Pro- 
duction of the new V-8 type of au- 
tomobile has reached seventy-five a 
day at the Long Beach plant of the 
Ford Motor Company, officials have 
announced, Orders to increase that 
number in June are expected. 

Two shifts on a six-day week basis 
are being employed. In addition to 
the V-8 the plant is turning out six- 
ty-seven four-cylinder commercial 
cars. The present employment list 
is 1,300, The Ford motorship Lake 
Ormoc docked recently with 1,000 








tons of parts for the Long Beach elected president and the.sage of Dearborn was made second 


plant. 
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SALES MANAGER who in the past ten years has 
approved advertising expenditures of more than thirty 
million dollars talked shop with the members of the Detroit 
Adcraft Club and gave them his reactions as to the art of 
attracting customers through the use of printer’s ink. The 
guest speaker was Roy Peed, genera] sales manager of De 
Soto, whose present advertising campaign, so different from 


others, has attracted widespread attention. 
* * ” 


PEED, by means of charts, showed the difference in 
national advertising now and a decade back, emphasizing 
how copy nowadays tells to what uses a product may be put 
and why it should be bought rather than put all the emphasis 
on the name of the product and leaving it to the reader to 
figure out for himself the advantages it-might have. He is 
sold on the use of photographic illustrations and his advice 
to the Adcrafters on how to carry on a successful campaign 
is: “Be honest. Be brief. Be interesting. Be convincing. 
But, above all, remember it pays to be human.” 


m * + 

ONE OF THE MOST unusual stunts to prove his claim 
that the headline is the key point of successful advertising 
was pulled by Peed. After talking on this point to the 
Adcrafters newsboys handed around copies of that day’s 
Detroit Free Press. It was a special printing. All front-page 
headlines had been eliminated, leaving white space where 
the heads had been. The text of the stories remainded, but it 
must be confessed the page look decidedly tame and unin- 
teresting without the headlines. 


* * *~ 
LIBERTY AND TRUE STORY magazines came into 
the limelight in a big way in Peed’s talk when the De Soto 
sales chief used the Gallup charts as showing the difference 
between what the manufacturers believed prospective cus- 
tomers want to know about the product and what those very 
prospects really are interested in as demonstrated by the 
house to house canvass Gallup’s men made in gathering data. 

As an example, where the manufacturers had placed 
efficiency and economy one, two on the list of points to be 
emphasized in advertising copy, the Gallup survey reports 
that so far as the women are concerned sex is first and 
vanity second in the way of reader interest, with efficiency 
and economy at the bottom, 

You advertising men well know that Liberty and True 
Story follow the Gallup proof of reader interest in planning 
their editorial policies, the success of which is demonstrated 
by circulation results, which have given these two publica- 
tions the greatest single-copy sales in magazine publishing. 

* * * 


THE USE OF COLOR on radiator shells is not con- 
fined to the exclusively fashionable cars, Howard Ketcham 
of the Duco Color Advisory Service, has discovered. He says 
the pointed slant-type radiators are designed-to allow special 
areas for color application. 

“Color is equally appropriate for use on every type of 
radiator shell,” Ketcham declares. “In addition to the smart 
air of distinction this treatment provides, this practice of 
coloring shells also engenders an illusion of greater length. 
The effectiveness of this result is particularly noticeable on 
cars that have straight rectangular front radiators. The 
perpendicular break afforded by a wide margin of chro- 
mium at the front end of the car becomes part of a long 
sweeping hood once the shell is colored to match the remain- 
der of the automobile body.” 

Oo” ~ * 

DID YOU KNOW Henry Ford was the first vice-presi- 
dent of the S. A. E.? Neither did I until I read the history 
of the organization which is being used by Alex Taub in the 
nation-wide campaign he is carryng on to buld up the mem- 
bershp in the S. A, E. When the society held its first organi- 
zation meeting in January, 1905, the late A. L. Riker was 







in command, 











“Retail Salesmen 


This department is devoted to the interests of the retail sales divi- 
sion of the industry. Salesmen, this is your department. Automotive 
Daily News wants you to get something from this department that will 
help you in your work on the firing line. It wants you to pass on 
your own experiences, successes, failures to help your brother salesmen. 
Send in your story in the form of a letter, or even a postal card, and 


let us get it ready for publication. Your achievement or your mistake 
may help another salesman to make sales or avoid errors that cost 
you commissions, 

Dealers read this page. 
these problems that affect the work of your salesmen, the men on the 
firing line, the men who bring home the bacon or don’t. 


Give us the benefit of your reactions on 


DUTIES AND OPPORTUNITIES OF 
A WHOLESALE SALESMAN 


In the salesman link in ‘i automotive battle line, the | 
wholesale salesman must not be overlooked. His problems 
are in many ways similar to those the retail seller has to solve. | 
Unless the wholesale salesman does a good job, the retail | 
man is also handicapped. We do not hear quite so much of 
the wholesale salesman, because he is fewer in numbers than | 
his retail brother, but his work is of vital importance just the | 


same. e- 
In a current brochure issued by 





the Chrysler Sales Corporatipn, 
there is a very keen consideration 
of the wholesale salesman, his op- 
portunities and his duties. We are 
giving the gist of this excellent 
presentation for the benefit of our 


wholesale salesman readers and 
also for the benefit of our 
many retail selling followers. While 


this is, of course, addressed directly 
to Chrysler wholesale operators, it 
applies just as definitely to the sales 
organizations of other industrial 
units, and we take pleasure in pre- 
senting it, somewhat abbreviated, to 
our readers as follows: 

What is the wholesale salesman’s 
job? It is to secure from his terri- 
tory the maximum amount of 
profitable business for his company. 
Upon this foundation rests the en- 
tire structure of duties, obligations 
and relationships which constitute 
the fabric of. modern wholesale sell- 
ing. 

Let us divide this purpose up into 
four distinct phases of endeavor. 

First, the --wholesale salesman 
should secure satisfactory retail 
outlets in every logical market cen- 
ter in his territory. 

Being primarily a wholesaler, you 
sell to retailers. It_is obvious that 
the more retailers you get selling 
your merchandise, the bigger whole- 
sale volume you will obtain. 

Therefore, two things must be de- 





termined: 

(a) What are logical market 
centers? 

(b) What prospective dealers in 


those logical market centers will 
make satisfactory Chrysler retail 
outlets? 

Let us define a satisfactory re- 
tail outlet in this way: 

An organization that is capable 
of getting more business than any 
other organization in the town. 

It makes no difference to the 
factory whether the dealer handling 
Chrysler merchandise sells five cars 
a@ year or 125. 

What does make a difference is 
whether the cars that are sold rep- 
resent the maximum business it is 
possible to secure in that territory. 

Therefore, look well to the fol- 
lowing points in selecting prospec- 
tive Chrysler dealers. 

Retail outlets to be successful and 
efficient as Chrysler dealers must 
have: 

A. Sufficient capital. 

B. Sound business judgment. 

C. Selling ability. 

D. Good reputation. 

Unless the dealers in your terri- 
tory measure up to this standard 
you cannot hold them responsible 
for securing the maximum amount 
of profitable business out of the 
territory allotted. Nor should you 
attempt the solicitation of prospec- 
tive dealers who do not come up to 
this standard of acceptability as 
outlets. 

Sound wholesaling calls for the 
development of the retail sales force 
of each of your dealers. The num- 
ber and caliber of the retail sales- 
men, and the number of intelligent 

. contacts each man makes every day 
is of prime concern to the successful 
wholesale man, 

Therefore, a wholesale man must 
have a fundamental knowledge of 










retail sales management and selling | 


methods. 

The responsibility of the whole-| 
sale man to his dealers does not end | 
until the car shipments brought into 
the territory are transformed into 
retail deliveries and the profits are | 
in the dealer’s pocket. 

Your distributor cannot operate at 
a profit unless his dealers operate 
at a profit, so we repeat, the first 
function of a wholesale man is to 
secure the maximum number of 
efficient and profitable retail out- 
lets in his territory. 

The second function of the whole- 
sale man is to conduct his business 
and the business of his dealers in 
accordance with the policies laid 
down by his distributor and the 
company. 

These policies are mutually profit- 
able. If faithfully carried out, both 
distributor and dealer are successful, 

Every wholesale man should know 
the plans and the ways and means 
by which policies are carried out. 
He must be familiar with the fol- 
lowing: 

A.—The factory’s method of set- 
ting sales quotas and measuring 
sales performance and how to in- 


sure his dealers reaching these 
quotas. 
B.—Shipping schedules. Special 


orders and allotments. Why sched- 
ules are set 30 days in advarice and 
the benefits that accrue from this 
practice. 

C.—New car warranties, defective 
material, parts orders, discounts, 
service promotion, owner's service 
policy. 

D.—Treasury Department policies, 
the “why” of a retail delivery slip, 
Saturday noon report, facilities re- 
port, dealer’s financial statement 
and the policies of the distributor's 
credit department. 

E.—The advertising policies, the 
schedules, scope and theme of the 
message must be properly inter- 
preted to your dealers and public. 

F.—Standard accounting methods, 
fundamentals of budget operations 
and bookkeeping requirements. This 
knowledges should be _ instantly 
available to all of your dealers and 
used every day. 

G.—Retail and wholesale finance 
plans and procedures, used car poli- 
cies and the relation of these plans 
and policies to the: banker and to- 
ward competition. 

You are the connecting link be- 
tween the factory, as represented 
by your distributor, and the dealer. 
In your relationships with the deal- 
ers in your territory, you are the 
factory and the distributor com- 
bined. You should be able to rep- 
resent every department of the fac- 
tory equally well and should be 
constantly on the alert to get these 
factory policies and procedures in- 
stalled and used. 

The third function of the whole- 
Sale salesman is to get dealers to 
use factory sales help, factory litera- 
ture and supervise the carrying out 
of all factory exploitation programs. 

Upon the enthusiasm and ap- 
proval with which you indorse fac- 
tory policies and plans depends the 
enthusiasm of the dealers and 
salesmen for these things. 

Just as it is important that every 
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Siti place of business be clean, 
well located and attractive, so is it 
important that they possess and use 
the tools which we provide that are 
necessary to success. 

The company is spending close to 
three-quarters of a million dollars in 
1932 for car catalogues and iitera- 
ture, salesman’s data books, retail 
salesmanship training courses, sales 
management training courses, fold- 
ers, booklets and broadsides pro- 
moting special selling campaigns, 
window posters and displays and 
new car announcement and intro- 
duction plans. All of this material 
is designed to assist the dealer to 
increase efficiency and profit. It 
will be effective only to the degree 
you get it distributed and used. 

The good wholesale man does 
| more than just wholesale automo- 
biles. He wholesales retail service 
plans, retail selling procedures, retail 
| financing plans, retail accounting 
| methods and retail selling tools, 
| The fourth function of the whole- 
ale salesman is to furnish your 
distributor, your dealers and the 
| factory with correct, up-to-the- 
minute news concerning conditions 
|in your territory and the activities 
of competitors. 

It is vitally necessary that the 
factory know accurately each ‘week 
the number of new Chrysler cars 
| sold at retail, number on hand in 
| dealers’ stock and the movement of 
| used Cars. 

Production schedules, purchases 
of raw materials and forecasting 
business is all based on reports fur- 
nished by your dealers and your 
distributor. 

The distributor's credit depart- 
ment and the factory’s credit de- 
partment must be informed of the 
financial conditions of your dealers. 
How much actual cash the dealer 
has put into his business, the con- 
ditions of loans at banks, dealers’ 
arrangements for financing retail 
paper and whether the dealer: is 
making or losing money. 

Used car operations and service 
and parts departments’ administra- 





(Continued on Page 8) 


WHITE CO. LEASES 
CHICAGO BUILDING 


Chicago, May 31.—The White 
Company has just leased the large 
building at 1843-1905 South Michi- 


gan Ave., in the-heart of automobile 
row, for display headquarters, to be 
officially thrown open to the public 
tomorrow. This concern will be the 
only truck company in the automo- 
bile row area at present dominated 
by passenger car, tire and accessory 
dealers and distributors. 

Announcing the move by the 
White Company, Harry E. Seanor, 
regional vice-president, states that 
before making the decision several 
features were given consideration, 
one being that “the Chicago area 
as a whole has furnished many 
patrons of White trucks, and we in 
turn feel we should give visible evi- 
dence of our confidence in Chicago 
and its early return to normal pros- 
perity by entering into a long-term 
least such as we have taken.” 


BAY STATE STARTS — 
ITS SAFETY CAMPAIGN 


Boston, Mass., May 31.—The gov- 
ernor’s committee on street and 
highway safety has completed prep- 


aration for the six months’ state- 
wide police drive against the eight 
causes of vehicle accidents which 
opens Wednesday. The new drive is 
planned to make the operating of 
motor vehicles even more safe than 
in the past four months when the 
record of accidents was the lowest 
in recent history. 

Distribution hds started of the 
first red tickets to be issued to mo- 
torists guilty of violations in the 
anti-accident campaign by state of- 
ficers through the co-operation of 
Capt. Charles T. Beaupre, executive 
officer, and instructions for the 
handling of the drive have been for- 
warded to every police chief in the 
state. 

More than 7,000 police officers in 
the state are in the campaign 
against eight automobile law viola- 
tions which caused more than 175 
per cent. of the 793 fatal motor ac- 
cidents last year. 
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Boils Down Prospect List 
Daily; Keeps Only ‘Live’ 


Names to Follow 


Frank Motherwell, outstanding 
salesman for the Griscom Motor 
Company, Pontiac dealer, 48th and 
Chestnut Streets, Philadelphia, has 
his own particular methods of sell- 
ing, handling even a _ proposition 
that may seem ordinary on the 
surface so as to remove it from that 
category. For example, to state that 
he “keeps after a lead just so long 
as the prospect is live material and 
weeds him out as soon as the deci- 
sion is made that the prospect was 
only a suspect,” may appear ab- 
surdly trite. Yet it isn’t, the way 
Motherwell does it. 

For example, Motherwell has a 
constitutional objection to wasting 
time and energy, so he makes a 
practice of learning in from three 
to five contacts whether there is 
any possible hope of selling a per- 
son. Usually, three contacts are 
sufficient, but in extraordinary 
cases he may make five calls, where 
there is a glimmer of a chance. In 
his nine years of experience in the 
automobile business, he has had the 
opportunity of knowing it from both 
the viewpoint of the executive and 
that of the salesman and his judg- 
ment seems to have sustained him. 
In the last three months Mother- 
well has sold twenty-five new and 
eight used cars. 

Every morning Motherwell goes 
through his prospect list and ap- 
plies himself to “killing off” unre- 
mittingly and finally all those who, 
in his better judgment, are deemed 
“dead wood.” For the past three 
months he has made a “kill-out” 
of an average of from two to three 
listed persons a day, and his list 
is always sizable, notwithstanding. 

“[t think many salesmen waste 
altogether too much time, energy 
and hope on the trail of persons 
who never intended to buy in the 
first place,” says Motherwell, “and 
as these factors are the salesmen’s 
capital, the only thing to do is to 
invest them where there is a rea- 
sonable certainty of commensurate 
returns. 

“But don’t get the idea that I give 
up a prospect too quickly,” he 
added. “For example, the mere fact 


that a man tells me he ‘isn’t inter- 
ested,’ does not prevent my follow- 
ing him up. If I think I can sell 
him in the near future, I call on 
him again. 

“I learned my lesson some time 
ago,” he continued, “that it does 
not always pay to take a man at 
his word when he says he is not 
interested in the purchase of a new 
car, for I once received that answer 
from a man I had approached and 
who, a few days thereafter, bought 
a car of a make other than that 
which I was selling. So, all things 
being equal, I never let such a reply 
frighten me off.” 

Motherwell calls on Pontiac own- 
ers who may be in line for a new 
car thirty days apart at least, and 
on supposedly “live” prospects until 
he is ready to classify them as 
“dead” material, according to his 
usual formula. 

Many of this salesmen’s prospects 


happen to be retail store proprie- 
tors. Being such, Motherwell knows 
that he can readily call on them at 
their places of business and that 
they can give him time for an in- 
terview and perhaps a demonstra- 
tion. Most of his actual closing of 
deals is done in the day time, and 
many sales originally were devel- 
oped during business hours. On the 
other hand, he has learned that it 
is advisable to contact men who do 
not own their business—that is, em- 


ployees—in the evening at thelr 
homes. He makes numerous ap- 
pointments by telephone to call in 
the evening. 

“The best time for such Calls, 
however,” says Motherwell, “is aft- 
er 7.15 o’clock—almost never before 
then. At this time the man of the 
family ordinarily has had his din- 
ner, perhaps has a cigar in his 
mouth and is relaxed and ready to 
hear what a salesman has to say. 
Most wives actually do have consid- 
erable to say about the purchase of 
the family car, especially as regards 
the color, the upholstery and re- 
finements, Women, generally, I sell 
largely on these points.” 

Motherwell largely finds his own 
“leads.” No less than 30 per cent. 
of his sales in the last three months 
have come about through Pontiac 
or old Oakland owners recommend- 
ing their friends to the house, or to 
Motherwell especially. Five of his 
sales were developed from prospects 
turned up at the recent General 
Motors Exhibition in the Philadel- 
phia Municipal Auditorium, or 
convention hall. Some _ prospects 
occasionally fall to him from the 
distribution in Philadelphia of leads 
arising from‘the permanent General 
Motors exhibit in Atlantic City, 
Motherwell confines most of his 
sales efforts within the three-mile 
radius embracing the central por- 
tion of Philadelphia, West Phila~- 
delphia and what is known as the 
69th Street area, where Philadelphia 
and Delaware counties meet. 


VANDERVOORT NAMED 
MANAGER OF LANSING 
SALES BY REO MOTOR 


Lansing, Mich, May 31.—An- 
nouncement has been made by Eli- 
jah G. Poxson, general sales mana< 
ger of the Reo Motor Car Company, 
of the appointment of Frank 8S, 
Vandervoort as manager of the 
Lansing sales and service branch of 
the Reo Motor Car Company. 

Since 1915 Mr. Vandervoort has 
been prominently identified with 
the automobile industry. Until re- 
cently he was manager of Lansing 
Oldsmobile Company and under his 
supervision the business of that or- 
ganization reached new high leve 

Mr. Vandervoort succeeds Fran 
North, who has been appointed 
manager of merchandising and ree 
tail sales for Reo Motor Car Com- 
pany of New York, 
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Quick and Often 


E have had occasion in this column before this to quote 
that extremely astute business man, the late William 
Wrigley, who piled up a huge fortune in the sale of 5-cent 
packages of chewing gum. Mr. Wrigley was not a pioneer 
in the chewing gum business. When he entered this prole- 
tarian field there were many other manufacturers firmly 
intrenched and in control of the business. 
William Wrigley entered the battle and eventually led 
the field through his genius for understanding the real poten- 
tialities of advertising. His favorite aphorism was: ‘Tell 
"em quick and tell °em often.” And he followed the rule that 
he had laid down. He advertised until it must have hurt. 
It hurt his pocketbook at the moment, but Wrigley had his 
eye on the future, not the present. Eventually, all his early 
expenditures for advertising, which meant putting back into 
the business of telling ‘em quick and often practically all his 
profits of the moment, came back. They were, so to speak, 
cake cast upon the waters, not mere bread. 
There is not a business in this country that cannot learn 
something from William Wrigley’s successful use of adver- 
tising. And this goes clear down the line. i 




















In our own busi- 
ness the automotive vehicle manufacturers generally have 
been firm believers in the power of advertising. Our indus- 
try has been one of the most prolific advertising units in the| 
business world, 

But the value of advertising does not stop with indus- 
trial organizations. It has exactly the same pulling power 
in the retail field. We noted here the other day how a Bos- 
ton department store by a great newspaper advertising effort 
has staged a one day sale, an annual event, which in this 
depression year broke all previous records for volume of 
sales. This is an example of what powerful advertising will 
do in the retail field. 

In our own automotive business, the value of advertis- 
ing does not stop with the car and truck manufacturers. It 
will yield the same returns, in proportion, of course, to deal- 


ers, to service stations, to retail merchants of every degree. 
Obviously, the smal} man cannot swing a huge advertising 
campaign, but he can use every form of advertising that is 
financially possible. Personal contacts are just a form of 
advertising. The merchant or his clerk who contacts a 
potential customer and tells him what the showroom or shop 
has to offer him is doing the most direct sort of advertising. 

At the present time the branch of the automotive indus- 


try which ought to be the most prosperous is the service end. | 


It is doing comparatively better than in some previous 
periods, but we do not believe that it is getting all out of the 
situation that it might. What is needed is intelligent adver- 
tising. Many people are driving cars that they normally 
would have replaced long since. This means service busi- 
ness. The man who goes out and tells these owners what he 
can do for them is going to get a lot of work in his shop. 
But he has got to “tell ’em quick and tell ‘em often.” 

And here is something to think over. At the present 
time New York state has registered a total of 2,297,248 motor 
vehicles. Last year at this time it had registered 2,307,730 





motor units. The decline in registrations is Jess than one- 
half of 1 per cent. But the decline in new cars and trucks 
registered is more like 50 per cent. 

This can mean only one thing. A vast army of motor 
vehicles in service which would ordinarily have been shelved. 
And this can only mean a vastly increased market for service 
to keep these old fellows operating. The service man who 
advertises will get this business. And just remember that 
this same condition is being repeated in every state. New 
York state is not alone in having more than its normal quota 
of old cars registered and operating past their efficient limit. 
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A.S. M. E. Hears Report on 
Mechanism of Lubrication 


(Continued from Page 1) 


if the ultimate layer is wiped off the 
face of the metal a new layer of 
lubricant is immediately created 
thereon, and, for example, in the 
case of a steel-lubricated surface as 
many as twenty-one layers of oil 
have been wiped off where the pres- 
ence of even a single fluid layer has 
never been suspected before. 


With these and certain other facts 
as a foundation, a new picture of the 
mechanism of lubrication has been 
built up. Briefly, according to this 
theory a layer of oil is formed 
on the surface of the metal, the 
thickness and strength characteris- 
tics of this layer being determined 
by the character of the lubricant and 
the character of the metal. This 
layer, in turn, pumps up under an 
enormous pressure of oil into the 
crevices of the metal. (This is in 
accord with the most modern con- 


ceptions of phenomena of adsorp- | 


tion.) In the course of contact with 
the bearing surfaces on the journal 
and the brasses (the same especially 
applies to the ball and roller bear- 
ings, as well as Kingsbury bearings), 
the free film plays no part as a 
means of separating the surfaces of 
the metal. This is done by the newly 
discovered powerful adhering layers 
of lubricant, and when, in the course 
of operation of the bearing, these 
are wiped out, they are immediately 
restored by the oil ejected under 
enormous pressure from the crevices 
in and under the metal surfaces. 
The remarkable circumstance is 
therefore established that any lubri- 


ing viscosity gives figures which 
apply to the two constituents of the 
lubricants jointly and none of the 
existing methods measures the vis- 
cosity of the constituents singly. If 
viscosity has any bearing on the 


lubricating properties of the oil, 
it is only the viscosity of the 
lubricating constituents of the 


lubricant and not the diluent con- 
stituent. Because of this, all present 
attempts to tie up the viscosity of 
lubricants with their lubricity are 
placed under suspicion and will re- 
Main so until the “true” viscosity of 
the lubricants is determined. 

A closer knowiedge of the mechan- 
ism of lubrication is imperatively 
necessary today. First, because with 
the speeds and loads used in our 
present machinery, the difficulty of 
the problem of lubrication has in- 
creased tremendousiy as compared 
with even the recent past. We have 
reached the stage where, in order 
to handle the lubricating problems, 
we have to have a precise knowledge 
of the behavior of metals toward 
lubricants and lubricants toward 
metals. We can no more be satis- 
fied with guesses anc assumptions. 





| 


In the next place, so many lubri- 
cants. are offered to engineers now- 
adays and so great is the responsi- 
bility of the engineer who is to make 
selection from among this mass 
that rapid and reliable methods of 
testing become exceptionally im- 
portant and, of course, no testing 
can be accompiished in a satisfac- 


cation is essentially high-pressure | tory manner unless we can place & 


lubrication, 

In the above mechanism of lubri- 
cation entirely new functions are 
ascribed to the free film of lubri- 
cant. Incidentally, tests on the new 
machine have given a basis for seri- 
ous intimation. that lubricants 
(many if not all) consist of two 
parts: one performing the functions 
of the lubricant and the other act- 
ing as a colloidal solvent thereto. 
The present apparatus for measur- 


LYCOMING OFFERS 
NEW TRUCK ENGINES 


(Continued from Page 1) 


are: 2.03, 2.00, 1.99, 1.97, 1.95. Lengths 
of cam shaft bearings from front to 
rear are: 17% inches, 1 inch, 11-16 
inch, 11-16 inch, 142 inches. Valve 
lifts are 5-16 inch and a quieting 
curve on cam eliminates objection- 
able tappet noise. 

Intake valves are of chrome 
nickel steel with port diameter of 
17-16 inches and valve seat angle of 


30 degrees. Exhaust valves are of 
silchrome steel with port diameter 
of 15-16 inches and valve seat 
angle of 45 degrees. Valve lift 
5-16 inch. 

The connecting rods are of No. 


1035 SAE steel with “I” beam sec- 
tion. Length is 9 inches, center to 
center, of bearings. Lower bearings 
are of white ‘metal alloy spun in 
rod by special process. These bear- 
ings are 24% inches diameter by 11: 
inches long. Piston pin is %% inch 
diameter and is clamped in rod and 
floating in piston. Pistons are of 
cast iron, with special ribbing. Four 
rings are used. Three '% inch are of 
compression type, with one 3-16 
inch of oil regulator design. 

Cam shaft and accessory shaft 
drive is through gears. Gears are 
1% inch wide with mating gears 
cast iron to steel. These spiral gears 
are broached to insure quiet opera- 
tion. 

Lubrication is by pressure to all 
main, connecting rod, front cam 
shaft bearings and to front end 
gears. All oil lines have been elim- 
inated and oil passages are drilled 
through crank case or rotating parts. 
Oil pump of gear type is located in 
crank case and driven from cam 
shaft by spiral gears. Suction end 
is provided with large, easily re- 
movable screen. 

Cylinder walls, yalve mechanism, 


piston pins and four rear cam shaft | 


bearings are lubricated by splash and 
spray. All oil from pump is carried 
to main oil distributing passage cast 
into and running the entire length 
of crank case. 





definite and proper value on the 
various factors, and that means, 
unless we have in our minds a clear 
picture of the mechanism of lubrica- 
tion. The paper has been prepared 
for the lubrication engineering com- 
mittee by William F. Parish, chair- 
man of the committee, formerly 


chief of the lubrication department | 


of the air service, War Department, 
and Leon Cammen, consulting en- 
gineer. 


pressure to crank shaft bearings and 


then through holes drilled in crank | 
Front and | 


shaft to rod bearings. 
gears and front cam shaft bearing 
obtain pressure lubrication from 
holes drilled from header running 
to front crank shaft bearing. Oil 
relief valve is located on outside of 
crank case. Provisions are made 
for full-flow metallic element filter, 
which can be bolted to relief valve 
pad, in which event oil relief valve 
is incorporated in filter base. 

Cooling is by pump located on side 
of crank case and driven by acces- 
sory shaft through generator by a 
flexible coupling. 

Intake manifold is of down-draft 
type and Swan design, with up- 
draft manifolds as optional equip- 
ment. Flange is provided for 1%- 
inch single barrel type carburetor. 
Intake riser is provided, with stove 
heated from exhaust manifold and 
controlled by manually operated 
heat valve. 

Flywheel housing is SAE No. 3, 
with provisions for SAE No. 1 
flange-type outboard starting mo- 
tor. Generator mounting is stand- 
ard SAE flange type, driven at 1% 
times crank-shaft speed. Distrib- 
utor, located on cylinder head, is 
driven by spiral gears from cam 
shaft. A type B SAE mounting is 
provided. Fan is driven by 74-inch 
V belt from crank shaft. Fan as- 
sembly can be manually adjusted in 
vertical plane 1 11-16 inches. Pad for 
mechanical fuel pump is provided 
on side of crank case. Motor is 
mounted at three points, front sup- 
port being of Lycoming special de- 
sign recessed for rubber pad. 


JOHNSON TRANSFERRED 


Baltimore, May 31.—J. E. Johnson, 
for the past two and one-half years 
head of the dealer accounting de- 
partment of the Chevrolet Motor 
Company at Detroit, has been trans- 
ferred to Baltimore as manager of 
the Baltimore zone. Mr. Johnson 
began with the Chevrolet company 
in 1922 and has served as Milwaukee 
city sales manager, Pittsburgh zone 
manager, and manager of the Knox- 
ville, Tenn., zone, which he opened 
in 1928. J. L. Murphy, former Balti- 
more zone manager, has been made 


Drilled passageways| manager of the Los Angeles, Cal., 


in crank case webs carry oil under ‘ zone. 








NEW JERSEY PLANTS 
SHOW 3% EMPLOYMENT 
DECLINE DURING APRIL 


Newark, N. J., May 31.—Employ- 
ment in New Jersey’s major indus- 
tries dropped 3 per cent. from 
March 15 to April 15, it was shown 
today in a report by Col. Charles 
R. Blunt, state commissioner of la- 
bor. 


In 735 plants reporting there 
were 180,587 employees March 15 
and 175,102 a month later. In the 


same period payroll totals in these 
plants dropped 5.9 per cent. and 
the average weekly wages of em- 
ployees fell 2.9 per cent., from 
$22.95 to $22.29. 

At the same time today Russel] 
J. Eldridge, director of the Bureau 
of Employment, reported for the 
month ending April 30, extending 
two weeks beyond Col. Blunt's re- 
port. Eldridge’s report showed his 
bureau was able to place 47.2 per 
cent. of applicants in jobs. This was 
45.5 per ceni. of the men and 489 
per cent. of the women applying. 

This figure is higher than the 
average since last July, Eldridge 
said, but is somewhat less than a 
year ago, when the bureau was able 
to place 53.5 per cent. of its April 
applicants. 

Of the 735 plants in the Blunt re- 
port 252 were in the Newark-Har- 
rison area. ‘They reported an em- 
ployment drop of 2.9 per cent., a 
decrease in total pay roll of 5.4 per 
cent. and an average wage drop of 
2.5 per cent., from $23.20 to $22.61. 

In the Jersey City-Bayonne- 
Kearny area 100 plants reported an 
employment drop of only .6 per 
cent., with a total pay roll drop of 
1.5 per cent. and an average wage 
drop of 9 per cent. The average 
wage fell from $27.63 to $27.37. 

The 735 piants had a total pay 
roll April 15 of $3,902,365. Of this 
$993,587 was in the Jersey City area 
and $817,714 in the Newark area. 


NATIONAL T. AND T. 0. A. 
CONVENTION JULY 17-19 


Chicago, May 31.—The National 
Team and Motor Truck Owners As- 
sociation will hold its annual con- 
vention in Detroit from July 17 to 














19, it was made known today by 
Curtis C. Stewart, general manager 
of the Cartage Exchange of Chicago, 
most of whose members are also 
members of the national association. 

Mr, Stewart, who has just taken 
on his duties as general manager of 
the Cartage Exchange of Chicago, 
has for years been well known in 
the automotive industry. He was 
formerly sales and installation en- 
gineer of the Bragg-Kliesrath Cor- 
poration, and for the past two years 
identified with the Lapeer-Trail- 
mobile Company as transportation 
engineer. 

Ways and means of better pro- 
tecting the interests of motor truck 
operators will be the central theme 
at the forthcoming sessions of the 
national association in Detroit. 


| COMING EVENTS | 


See eee 


JUNE 
Okla, American Petroleum 
mid-year meeting, Mayo 


1- 3—Tulsa, 
Institute, 
Hotel. 

%-11—State College, Pa. 
ciety of Mechanica) Engineers. 
tiona! Oil and Gas Meeting 

12-17—White Sulphur Springs, W. Va. 
Society of Automotive Engineers, 
summer meeting. 

20-24—Chicago, Ill. Motor and Equipment 
Wholesalers Association, Edgewater 
Beach Hotel, summer conference. 

20-24—Atlantic City, N. J. American So- 
ciety for Testing Materials. annual 
meeting, Chalfonte-Haddon Hall. 


American So- 
Na- 


JULY 
8—France. Grand Prix Automobile 
Race 
5- 9—Southampton, England. Commer- 


cia) Car Show. 
9-10—Beilgium. 
Race 
17—Germany. 


Grand Prix Automobile 
Grand Prix Automobile 


Race. 
20-22—Llandrindod, Wales. Commercia) 


Car Show 
OCTOBER 

3- 7—Washington, D. C. Nationa) Satety 
Council, meeting. 

3- 7—Buffalc, N. ¥Y. Nationa! Metai Ex- 
position, 174th Regiment Armory, 
W 4H. Eisenman, 7016 Fuclid Ave., 
Cleveland, director. 

3- 7—Buffalo, N. ¥. Nationa! Metal 


Congress Sponsored by American 
Society for Stee! Treating, witb co- 
operation of American Society of 
Mechanica! Engineers, institute of 
Metals and [ron and Steel Divisions 
ot American Institute of Mining 
and Metallurgical Engineers. Ameri- 
can Welding Society, Wire Associa- 


tion. 
18-22—London; Englané. ‘Olygopia Show. 
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T What Engineers Will Hear 





Governed by Thermal Stability and 
Expressed in Cetene Numbers.—The 
method of determining the ignition 
quality of Diesel fucls in terms of 


work is described. Cetene numbers 


At White Sulphur Springs cetene numbers as used for routine 


The following summaries of sum- 
mer meeting papers have been given 
out by the Society of Automotive 
Engineers. 

What Motor Cars Should Be.—Be- 
lieving that tradition exerts an all 
too pswerful influence on motor- 
car design, Mr. Stout, who is a “free 
thinker” along these lines, can be 
counted upon to suggest many new 
ideas concerning lighter and stronger 
structures, better body shapes and 
many other features that can profit 
by the application of the right sort 
of practical imagination. Mr. Stout’s 
points on design will be intermingled 
with a wealth of refreshing engi- 
neering philosophy. 

Use of Trailers with Motor Trucks. 
—A comprehensive discussion of the 
general use of trailers and semi- 
trailers in both intrastate and inter- 
state transportation. 

Piston Ring Progress.—This paper 
brings to the attention of the in- 
dustry new gauges and test appara- 
tus by which piston-ring perform- 
ance can be predetermined. A 
radial-pressure scale that measures 
the actual resultant pressure exerted 
on the cylinder wall by a piston-ring, 
and a roller gauge that enables one 
to feel with his finger the pressure 
exerted on the wall at seventeen 
points around its entire circumfer- 
ence, will be exhibited at the meet- 
ing and featured in the paper. 

Frame Design With Reference to 
Car Stability—The limitations of 
both flexible and rigid frames are 
considered. 

Power Brakes for Trucks and 
Trailers— Air Type.— Component 
parts of the air brake system are 
described, and considerable empha- 
sis is laid upon the automatic fea- 
ture of the trailer equipment that 
applies the brakes in “case of a 
break-in-two. A scheme for inde- 
pendent control of trailers and an- 
other automatic emergency scheme 
for trucks is described. 


Power Brakes for Trucks and 
Trailers—Vacuum Type.—The au- 
thor of this paper does not at- 


tempt to cover all the forms and 
types of vacuum-operated brakes 
but concentrates on the installation 
and hookups to tractors and trail- 
ers, and the boosters and valves 
used. 

What Can Be Seen With Head- 
light.—A reportsof research, con- 
ducted under actual cperating con- 
ditions, indicating quantitatively the 
effect and interrelation of the most 
important variables on the visibility 
of the roadway and objects upon it 

Development of Fixed - Focus 
Headlighting Equipment.—The whys 
and wherefores of fixed-focus head- 
lamps. A critical technical analysis 


of this country’s prevailing type ol 


jighting equipment. 

Free-Wheeling Devices and Con- 
trol.—After defining free-wheeling 
and discussing various types of free- 
wheeling device, the author de- 
scribes the design of various parts 
of the roller-ratchet type and the 
design of a coil-spring type, and 
discusses the metallurgical consid- 
eration of the different parts, lu- 
brication requirements and limita- 
tions, control mechanism, general 
design of the free-whee] unit in re- 
Jation to the transmission and pos- 
sible future developments. 


Brake-Drum Metallurgy.—The au- 
thor asserts that. grain structures 
desirable for the braking surfaces of 
drums can be obtained by certain 
methods of manufacture, regardless 
of the particular design employed. 
His paper, illustrated by micro- 
photographs, discusses the different 
kinds of wear found on braking sur- 
faces, and points out the importance 
of maintaining careful control of 
material, processes and temperatures 
in the manufacture of drums. 

Brake-Lining Problems.—In an 
authoritative technical paper the 
author gives an impartial view of 
the various factors involved in 
brake-lining problems, 

Where Do We Go From Here?— 
Where we have been, and the rea- 
sons for the progress made in auto- 
mobile design, manufacture and 
sale, Where we are going from 
here, and how experience points the 
way to possible future developments. 

Engineering Application Relative 
to Automotive-Body Die Develop- 
ment.—The value of engineering in 
the development of the automobile- 
body: die industry. ,Past and present 











of Diesel fuels are comparable with 
octane numbers of gasolines. Corre- 
lation with different engines and 
different methods is shown, and the 
influence of viscosity, temperature. 
load and the like is discussed. 
Thermal] stability, and not the oxi- 
dizing tendency is shown to be the 
|deciding factor in ignition quality 
Ignition and combustion precesses 
jare analyzed on the basis of typical 
engine diagrams and the relative 


problems, as well as those of the 


future. 

Doughnut Tires.—The paper dis- 
cusses punctures, blowouts ,air pres- 
sures, wheel and tire weights, jacks, 
brakes, safety, ridability, road- 
ability and maneuverability of super- 
balloon tires. 

Application of Aerodynamics to 
the Present Automobile.—Stating 
that good airplane practice is not 
necessarily good automobile practice, 
the author presents the exact re- 
sults of recently finished extensive 


fuel characteristic and the guiding 
|principles for designing engines are 


aerodynamic studies of automobiles. | Presented. 

Among other interesting facts, he} Vapor Pressures of Automotive 
explains why, for least resistance,| Diesel Fuels—From vapor-pressure 
the motor car should not have the|measurements made on _ approxi- 
maximum cross-section one-third of |mately twenty distillate fuel-oils 
its length back from the front. over a wide temperature range in 





Ignition Quality of Diesel Fuels as 


each case, the conclusion is drawn 





importance of ignition quality as a| 





that vapor pressures can be esti- 
mated from distillation data, 
hence 


and 


it is possible to determine 


from the data how high the oil may 


be 
va 


heated without encountering 


por lock in Diesel-fuel feed sys- | 


tems. 


Design Factors and Combustion 


Control Determine Future of Auto- 


motive Diesels—The author tells 
how factors in design govern the 
commercial acceptability of the 


high-speed Diesel engine, and places 


special 


emphasis on combustion 


contro] through the medium of the 
after-chamber. 


Highways of the Skies Linking the 


| Americas.—A_ picturesque, graphic 
story of the problems involved in 
the establishment of international 


air transportation in South America 


and the West Indies. 


Illustrated by 


motion pictures with sound. 


Journal - Bearing Characteristics 


in the Region of Thin-Film Lubri- 


cation.—This 


paper covers an e€x- 


(Continuued on Page 8) 
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| Company, 


-Smith, 










ENGINEERS STUDY 
MEANS TO ELIMINATE 
AIRPLANE PROPELLER ICE 


Akron, O., May 31.—Research 
engineers of the B. F. Goodrich 
the same group which 
successfully solved the problem of 
ice formations on aircraft, are now 
studying methods of eliminating 
ice on airplane propellers. 

Tests in the Goodrich refrigerated 
wind tunnel, the largest unit of its 
kind in the world, are now being 
conducted with the co-operation of 
Dr. W. C. Geer, research chemist 
of Ithaca, N. Y., and Wesley L. 
transcontinental and west- 
ern air pilot. . 

C. W. Leguillon, head of the 
Goodrich machine development de- 
partment, believes that a practical 
device to prevent ice from forming 
on propeller hubs will soon be per- 
fected. 


How good a salesman 
will that. car be 
a year from now °? 





If it is to keep itself sold for more than a few fleet- 
ing months, a car cannot rely solely upon style, 
performance, speed. For the owner quickly be- 
comes accustomed to smarter lines—smoother 
performance—higher speed. 

But there is one thing to which he never becomes 
accustomed— body noises. Persistent squeaks and 
rattles have driven many otherwise satisfied 
motorists to another make of car. 

When an automobile body has no joints, it won’t 
—it just can’t—squeak or rattle. Budd eliminates 


joints by eliminating parts and by the extensive 


use of flash-welding. The Budd All-Steel one- 


piece body consists of only eight major parts— 


fHash-welded into a single jointless unit. 


Originated by Budd engineers, this type of con- 


struction insures greater strength and greater 


safety. It makes possible a degree of silence un- 


equaled in any other type of body. 


The permanent quietness of the Budd one- 


piece body is advantageous from the service 


standpoint because it eliminates service costs 


on body noises. It is advantageous from the 


sales standpoint because it helps keep cars sold 


—permanently. 


‘BODIES BY BUDD- 


Originators of the All-Sieel Body. Supplied 


to Manufacturers in the United States, Great Britcin, France and Germany 








New Dealers 
Appointed 


MAINE 
Nash—Jewett-Pendexter & Com- 
pany, East Baldwin. 
MICHIGAN 
Willys-Overland—A. M. Finstrom, 
Cadillac; Home Acres Auto Sales, 
Grand Rapids; Mike J. Wilk, Au 
Gres: A. C. Marquardt, Ann Arbor; 
Cadillac Auto Company, Cadillac; 
Grand Haven Motor Sales, Grand 
Haven. 





MINNESOTA 

Willys-Overland — Carl Peterson, 
Winona; Charles H. Peterson, Still- 
water. 

MISSISSIPPI 

Willys-Overland — Hobles 
Supply Company, Meridian. 

MONTANA 

Willys-Overland — Alfred Ander- 
son, Square Butte. 

NEBRASKA 

Willys-Overland — H. F. Hockett, 
Litchfieeld. 

NEW HAMPSHIRE 

Willys-Overland — Farrow, Inc., 
Charlestown; Epping Road Garage, 
Inc., Exeter; Granite Motors Cor- 
poration, Plaistown. 

NEW JERSEY 

Willys-Overland—Margate Willys, 
Margate City; Keyser Motor Com- 
pany, Belvidere; Bergoff Motor 
Sales, Montclair. 

Graham-Paige—P. & S. Motors, 
Inc., New Brunswick. 

Nash—Toms River Nash Company, 
Toms River; Bridgeton Nash Com- 
pany, Bridgeton. 

NEVADA 

Nash—Moore Motor 

Ely. 


Auto 


Company, 


NORTH DAKOTA 
Graham-Paige — Middlewest 
vestment Compay, Minot, 
WEST VIRGINIA 
Nash—Main Street Garage, Mid- 
dlebourne. 


In- 


NEW YORK 

Studebaker—Pierce-Arrow Buffalo 
Sales, Inc., Buffalo; Central Garage, 
Gouverneur. 

Willys-Overland—Warranty Gar- 
age Corporation, Brooklyn; C. E. 
Curtis & Son, Guilford; Fred Lied- 
kie, Milford: Wright Motor Sales, 
Delmar; John C. Berninger, Ghent; 
Jenks Garage, Schroon Lake; New 
Scotland Auto Sales, Voorheesville, 
RFD; Clarke E. Greene, Cincinna- 
tus; Daniel Stimson, Inc., Corning; 
French & Baldwin, Preble; M. & M. 
Garage, Jericho; Hyde Auto Service, 


Fulton; Standard Garage, South 
Nyack. 

Nash—Packard Rochester Motors, 
Inc., Rochester. 


OHIO 


Studebaker—Leibach Motor Sales 
Company, Sandusky; Painesville 
Motor Sales, Painesville. 

Willys-Overland — Martins Ferry 
Nash Company, Martins Ferry; Hie- 
ber Motor Company, Mansfield. 

Nash—Butler Auto Sales Com- 
pany, Hamilton; Carl T. Smith, St. 
Marys. 

OKLAHOMA 

Graham-Paige—O. F. Siekman 

Motor Company, Bartlesville. 
OREGON 

Studebaker — Welch & Wallace, 
Houlton. 

Willys-Overland— Wood - Wheaton 
Motor Company, Inc., Salem. 

Graham-Paige—E. W. Williamson, 
Bend. 


SACHS-BARLOW ORDERS 
UP 40% DURING MAY 


Newark, N. J., May 31.—Although 
plant activities are still below nor- 
mal, Sachs-Barlow Founderies, Inc., 
of 357 Wilson Ave., manufacturers 
of gray iron, semi-steel, alloy iron 
and malleable castings, has felt a 
trend toward renewed activity dur- 
ing the last few weeks. According 
to an executive of the plant, orders 
for May show an increase of 40 per 
cent over April. The foundry is one 
of the largest in this district and 
the plant covers several acres. It 
is one of the oldest of its kind in 
the East and was established over 
one hundred years ago. It was for- 
merly composed of Barlow Foundry, 
Inc., and Louis Sachs Foundry. In 
1929 the two companies were com- 
bind into the Sachs-Barlow Iron 
Works, Inc. The Newark Malleable 
Iron Works, part of the Sachs-Bar- 
low organization, engages in the 
production of malleable iron cast- 
ings. 
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Passenger Car Equipment and Accessories 
D> oes $ 
‘ g % a3 sg -4 § 
NAME AND 3 ms § g Sa = a 
MODEL o 4 s3 2 ; 
3 4 2 \4 : a2 2 ¢ s 
3 § & a g E - an ss o 
s wn = a = n os 
Auburn 8-100 | Ste No | K-S Ele | Cha USL | Ste Cas | Dev — | Mur Cor Su low | Cor +|— |Cen Cen| Day *Del 
Auburn 12-160 | Ste No/K-S — | Cha USL | Ste Cas | Dev — | Mur Cor | Cor +|— |Cen Cen] Day *Hou 
Austin [NE__No|K-S _BS| Cha USL | No No | No No [Duc No |'No__No | No_| Cen__Cen | No_Own 
Buick 32-50 AC -—{|AC — | AC DR | AC No | — Duc Gui | Gui §Lof|— |— —|K-H *Del 
Buick 32-60 ac —|AC — {ac DR | AC No | — Duc Gui | Gui §Lof|— |— —|K-H  *%Del 
Buick 32-80 AC —|AC — |} ac DR | AC -|- Duc Gui Gui SLof|— | — —|K-H ‘Del 
Buick 32-90 AC —j{|AC — {Ac DR | AC ~ |= —| Duc Gui/| Gui SLofi* | — —|K-H “Del 
Cadillac 370 B AC Jag | AC DR | AC DR | AC Cas | — —!— Gui | Gui LOF | E Eat | K-H “Del 
Cadillac 452 B AC Jag | AC DR | AC DR | AC Cas | — —|— Gui] Gui LOF | EB at Eat | K-H *Del 
Cadillac 355 L AC Jag | AC AC DR | AC Cas | — —{|— Gui} Gui LOF | Eat Eat | K-H *Del 
Chevrolet | AC — | AC DR | AC * | AC — | Tern — | Duc Gui | Gui tLof | Own os Own | Own Del 
Chrysler 6 |— No | Yes —|— — | Yes Cas | No No | — —|— sDup|* oe = 
Chrysler 8 _ — | Yes —|/— Wil | Yes Cas | No No | — —|— $§Dup|* 5 _ =) - 
Chrysler Imp.8 | — Yes | —_ = | = Wil | Yes Cas | No No | — —|— sDup|* |— = | — 
Chrysler Im. 8 Cus.| — Yes | — —|— Wil | Yes Cas | No No | — —!— spunli* |— o> | = = 
Cord Front Drive | Ste No | Mot-M_ DR|Cha USL|Ster Cas | GR No | Mur Ind | Ind  —|No | ASP ASP } Day Hou 
De Soto Six | NE No | Mot-M DR | AC Wil | Yes TYes |§Yes §Yes | Duc ~Cor | Hal §Dup | No | Yes Yes | — Del 
De Vaux 6-80 | Ste No | Mot-M Yale | Cha Nat | Mot-M- No | No No| Duc JB|JB _—|No | Gen Gen | MotoW_ Hou 
Dodge Six {— t | AC DR | AC Wil | AC t+ | VS — | Ditz Cor | Cor si” | § § | Budd Del 
Dodge Eight |— t | AC DR | AC Wil | AC t | vs No | Ditz Cor | Cor 4% | Eat Eat | Bud@__Del 
Essex Gr. Su.6 | Ste No | Mot-M_ Ele | AC Ex | K-S Cas | Yes No | * JB|JB Dup|No |i MotoW *Mon 
Ford A | Own No| Yes Hurd|Cha Own | No —|§ Own Own|— Yes|— | Yes yes | — “Hou 
Ford V-8 | Own No| Yes Hurd|Cha Own! No —|§ Own Own|;— Yes|— | Yes yes | -- *Hou 
Franklin Airman | NE Borg | Yes —|Cha Nat | No Cas | Yes Yes | ** —|—  LOF|No| Yes Yes | No “— 
Franklin V 12 | NE Borg | Yes — | Cha Wil | No Cas | Yes No|**  Yes| Yes Yes|Noj|vYes yes | No *Yes 
Graham 6 Cl K-S Her | Cha Wil | K-S No | Yes No | * Hal | Cor LOF | No |fASP *ASP | MotoW Del 
Graham 8 | Ste K-S Her | Cha Wil | K-S No | Yes No | * Cor | No ‘$Lof | No |tASP tASP {| MotoW ‘Del 
Hudson Gr.8 | Ste — | Mot-M Ele | AC Ex | K-5 — | Yes Yes |* Hal| Hal Dup| No |? | MotoW “Gab 
Hupmobile 216 Ste Mot-M_ Ele | Cha Wil | Mot-M No| VS No | Var Hal|Hal §Dup| No | ASP ASP | Moto-W *Gab 
Hupmobile 222 Ste No | Ste Ele | Cha Wil | Ste No | VS No | Var Halj| Hal §Dup|No | ASP ASP | Moto-W *Gab 
Hupmobile 226 | Ste No | Ste Ele | Cha Wil | Ste Cas | VS No | Var Hal| Hal §Dup!|No | ASP ASP | Moto-W *Gab 
La Salle 345 B | AC Jag | AC DR|AC . DR | AC Cas | — —|— Hal | Hal LOF|— |Eat Eat | K-H *Del 
Lincoln V 8 | NE Wal | K-S Oak | Cha Ex | Mot-M Cas | f 71° Hal | Own $|No | Bif Bif | Own *Hou 
Lincoln 12 | NE Wal/| K-s Oak | Cha Ex | Mot-M Cas | ff t}— Hal | Hal $|No |Gen Gen | Own *Hou 
Marmon 8-125 | NE tJag | AQ DR | Cha Nat | AC — | GR —|* Cor | — —|— |Eat Eat | Day *Gab 
Marmon 16 |} AC Jag] AC DR | Cha Ex | Mot-M Cas | VS vs | * Hal | — —ji— |Eat  Eat| Moto-W *Hou 
| Nash Big 6 [Ste No|K-S  4er|AC USL | K-S No | * No|* Cor| Cor §Dup|No Bad Bad | Motow ‘Del 
Nash Stand. 8 | Ste No|K-S Her | AC USL | K-S No | * No | * Cor | Cor §Dup| No Bad _ Bad | Motow *Del 
Nash Special 8 | Ste No|K-S Her | AC USL | K-s No | * No | * Cor| Cor sLof| No | Eat Eat | MotowW “Del 
Nash Adv. 8 | Ste Borg | K-S DR | AC Ex | K-S Cas | * No | * Cor! Cor §Lof | No | Eat Eat | Motow ‘Del 
Nash Ambas. 8 | Ste Borg | K-S DR | AC Ex | K-S Cas | * No | * Cor | Cor §Lof | No | Eat Eat | Motow *Del 
oe F 32 | AC No| AC AC DR Yes | Tern No | Duc Gui| Gui §Lof |— | Own Own | K-H “Lov 
Oldsmobile L 32 | AC No | AC BS | AC DR | AC Yes | Tern No | Duc Gui| Gui §Lof '— | Own Own | K-H *Lov 
Packard Stan.8 | NE Jag | K-S Yes | AC Pre | Mot-M_ Cas | Yes Yes | — Hal | Yes LOF | No | Eat Eat | MotoW ‘*Del 
Packard DeL. 8 | NE Jag | K-S Yes Pre | Mot-M Cas | Yes Yes | — Hal | Yes LOF | No | Eat Eat | Motow *Del 
Packard Light 8 | NE No| Yes Yes | AC Pre | Mot-M Cas | Yes Yes | — Hal | Yes Lof | No | Eat Eat | Motow ‘*Del 
Packard Twin Six! Wal Wal | Yes Yes | AC Pre | Mot-M_ Cas | Yes Yes | — Hal | Yes Lof | No | Eat Eat | Motow ‘*Del 
Peerless Mast. 8 AC Ster | Mot-M Yale | Cha Wil | Mot-M Cas | GR No | Val Cor{|Cor Dup;— , Eat Eat | Day Ga 
Peerless Cust. 8 AC Ster | Mot-M Yale | Cha Wil | Mot-M Cas | GR No ! Val Cor; Cor Dup|j;— | = Eat | Day Gab 
Pierce-Arrow 54 | NE Borg | K-S Her | Cha Wil , K-S Cas | Wood Wood | * Gui | Gui Dup ! No | a Eat | K-H *Del 
Pierce-Arrow 52 | NE Borg | K-S Her | AC Wil K-S Cas | Wood Wood | * Gui | Gui Dup | No Eat | K-H *Del 
Pierce-Arrow 53 | NE Borg | K-S Her | AC Wil | K-S Cas | vs Vs | * Gui | _Gui Dup | No | ae Eat | K-H *Del 
Plymouth | NE * | Yes DR = AC Wil | Yes No | Yes No | Duc Cor | Co §Dup|No | Bat Eat: t Del 
Pontiac 6 | AC No | AC DR | AC DR | AC No | Tern Tern | Duc Gui{ Gui §Lof|— | Gen Gen} K-H *Lov 
Pontiac V-8 | AC No | AC DR | AC DR | AC No | Tern Tern | Duc Gui| Gui &Lof|— | Gen Gen | K-H *Lov 
Reo “S” | Ste No | K-S DR | Cha Wil | AC No | Yes No | ¢ —|Gui No|No | CG CG | Motow Del 
Reo Royale Cust.| Ste Elgin | K-S DR | Cha * Wil Cas | Yes No | t Gui | Gui t| No {CG ‘CG|Motow Del 
Reo Royale | Ste No} K-S DR | Cha Wil Yes | Yes No | t Gui | Gui No | CG CG | Motow Del 
Reo 825 | Ste — | K-S DR / Cha Wil | AC Yes | Yes No { ft Gui t|No !CcG CG | Motow Del 
Rockne 6-65 | Ste Noj|K-S_ Aut-L | Cha Wil | K-S — | Yes No | * Cor | Cor §Lof | No | Eat Eat | K-H Del 
Kockne 6-75 | AC No |K-S_ Aut-L | Cha Wil | K-S — | Yes No | * Cor | Cor §$Lof | No | Eat Eat | K-H Hou 
Studebaker 6-55 | Ste No | AC DR | Cha Wil | Ste No | Yes —|* Cor | Gui $| No | Eat Eat | K-H Hou 
Studebkr Dict. 62) Ste No | AC DR. Cha Wil | Ste No | Yes —|* Cor | Gui $|No | — — | K-H Hou 
Studeb’r Com. 71} Ste No| AC. DR | Cha Wil | Ste No | Yes —|* Gui | Gui $ | No | Eat Eat | K-H *Hou 
Studeb’r Pyves. 91| Ste Borg | AC DR |! Cha Wil | Ste Cas | Yes —|* Gui | Gui $|No | Eat Eat | K-H *Hou 
Stutz LAA Ste Wal| Mot-M DR Cha Nat | Mot-M Cas | No Lin | * Cor | Cor Dup|— _ | Buck Buck | K-H Gab 
Stutz MA Ste Wal! Mot-M Her Cha Nat | Mot-M Cas | Lin Lin | * Cor | Cor Dup Stan Stan | K-H Gab 
Stutz MB Ste Wal! Mot-M Her | Cha Nat | Mot-M Cas | Lin Lin | * Cor | Cor Dup Stan Stan | K-H Gab 
Stutz DV 32 Ste Wal | Mot-M Her | Cha Nat | Mot-M Cas | Lin Lin | * Cor | Cor Dup;— | Stan Stan | K-H Gab 
Willys-Over. 6-90 | NE No | Yes Aut-L | Cha USL | No No | No No | — Yes | Yes §Lof | No | + + | K-H Mon 
Willys-Over 8-88 | NE No| Yes’ Aut-L | Cha USL No | Yes No|— Yes | Yes §Lof | No | + + | K-H- Mon 
Willys-Knt. 66 D | NE Wal| Yes Aut-L | Cha USL | Yes Yes | Yes No|— Yes | Yes Lof | No | ¢ + | K-H Mon 
Willys-Knt. 95 | NE No! Yes Aut-L | Cha USL | Yes No | Yes No | — | No |# + | K-H Mon 
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KEY TO ABBREVIATIONS 
USED IN THIS TABLE 


SPEEDOMETER 
AC—AC Spark Plug Co., Flint, Mich. 
NE—North East Appliance Corp. 
Ste—Stewart-Warner Speedometer Corp. 
Wal—Waltham Watch Co. 
Var—Various makes. 


CLOCK 


Borg—The Geo. W. Borg Corporation. 
Elgin—Elgin Watch Co. 
Jag—Jaeger Watch Co., New York city. 
Ster—Sterling Clock Co., La Salle, Il. 
Thom—Seth Thomas Clock Co. 
Wal—Waltham Watch Co., Waltham, Mass. 
*Optional. 
+Extra equipment. 

FUEL GAUGE 


AC—AC Spark vag. Co., Flint, Mich. 

K-S—King Seeley Corp., Ann Arbor, Mich. 

Mot-M—Moto Meter Gauge and Equipment 
Corp., Long Island City, N. ¥., and La 
Crosse, Wis. 





LOCK 


Aut-L—Electric Auto-Lite Co., Toledo. 
BS—Briggs-Stratton Co., Milwaukee. 
=p ene Specialty Co., Holmesburg, 


DR—Delco-Remy Corp., Anderson, Ind. 





Pre—Pres-O-Lite Co., Indianapolis, Ind. 
USL—USL Battery Corp. 
Wil—Willard Storage Battery Co. 
*Using USL and Delco Remy. 

HEAT INDICATOR 


AC—AC Spark Plug Co., Flint. Mich. 

K-S—King Seeley Corp., Ann Arbor, Mich. 

Mot-M—Moto Meter Gauge and Equipment 
Corp., Long Island City, N. ¥., and La 
Crosse, Wis. 

Ste—Stewart-Warner Speedometer yeour 

Ster—Sterling Clock Co., La Salle, 1 

CIGAR LIGHTER 

*Cigar lighters in many cases are optional 
equipment, and are not standard on all 
models; the names of lighters shown in- 
dicate the makes supplied to various car 
makers. . 

Cog Sanee Products Corp., Bridgeport, 

NE—North East Appliance Corp., Roches- 
ter, N. ¥. 

tExtra equipment. 

SMOKING AND VANITY SETS 

Dev—Deviro. 

GR—Grand Rapids Metalcraft Corp. 

Lin—Linden. 

VS—Van Sicklen Corp., Elgin, Il. 

Tern—Ternstedt Mfg. Co., Detroit, Mich. 

Cue-Cane Engineering Corp., Meriden, 
onn, 

Wood— Woodcraft. 

*Various makes. 

#De Luxe models only 


i 


STOP AND PARKING LIGHTS 
Cor—The Corcoran-Brown Lamp Co., Cin- 
cinnati, O. 
Gui—Guide Lamp Corp.. Anderson, Ind. 
Hal—C, M. Hali Lamp Co., Detroit, Mich. 
ing—sadiane Lamp Corp.. Connersville, 


JB—The Jno. W. Brown Lamp Mfg. Co., 
Columbus. O. 

*Using both Hall] or Guide. 

**Using both Corcoran and Brown. 


SAFETY GLASS 
LOF—Libbey-Owens-Ford. 
Dup—Duplate Corp. 
§Optional. 
tExtra equipment. 
$Using both Libby-Owen-Ford and Duplate. 
HEATER 
Kel—Kelch made by Grand Rapids Metal- 
craft Corp., Grand Rapids, Mich. 
“Special equipment at additional cost. 
BUMPERS 
ASP—Alloy Stee! Products. 
Bad—Badger Mfg. Corp., Milwaukee. 
Bif—Biflex ath Waukegan, tL 
Buck—See C 
cG—c. G. 3) pring and Bumper Company. 
Cen—Central Tiress é& Fixture Co., Spring- 
field, O, Also makers of Buckeye um p- 


ers. 
— Axle and Spring Co., Cleve- 


Gen—General Spring and Bumper, Detroit. 
orp. 


Sard dora Leet’ Gon” Almonte Mich. 1Using both Woodcraft and Van Sicklen. | Stan—Standard Steel Spring 
Quk—Oakes Products Corp., Chicago, ‘m. BODY FINISHES eae Seeeeaens, 
Sha—Shaler Lock Co. waukee, W Ditz—Ditzler Color Co., Detroit, Mich. 


Yale—Yale & Towne ‘Mfg. Co, 
SPARK PLUG 
AC—AC Spark Plug Co., Flint, Mich. 
Cha--Champion Spark Plug Co., Toledo, O. 
BATTERY 
DR—Delco-Remy Corp. 
Ex—Electric Storage Battery Co. 


Nat—National Lead Battery Co., St. Paul. 


Duc—E. L du Pont de Nemours & Co., 
Philadelphia. 

MIM—Pittsburgh Plate Glass Co. 

Mur—Murphy Varnish Co., Newark, N. J. 

Rin—Rinched Mason Co. 

Val—Valentine & Co., New York city. 

*Various lacquers used. 

fUsing both Ditzler and Pratt & Lambert. 

**Using both Duco and Valentine, 


§Standard equipment at additional cost. 
WIRE WHEELS 

Budd—Budd Wheel Co., Detroit. 

MotoW—Motor Wheel Co: . Lansing, Mich. 

Day—Dayton Wire Whee ‘Co., Dayton, O. 

K-H—Kelsey-Hayes, Detroit, Mich. 

s0see both Kelsey-Hayes and Motor Wheel 


rp. 
tNot standard equipment, 


| Yes | Yes §Lof 





SHOCK ABSORBERS 
Del—Delco Products Corp., Dayton, O. 
Gab—The Gabriel Company, Cleveland. 
Hou—Houde Baginesring Corp., Buffalo. 
ay Auto Equip. Mfg. Co., Mon- 

roe. ’ 


Mich 
*Equipped with ride cc with ride control. 


N. E. MANUFACTURERS 
FAVORING SALES TAX 


Boston, Mass., May 31.—The New 
England Council announces that 
New England manufacturers, re- 
sponding to date in the council’s 
poll, stood nine to one in favor of 
the manufacturers’ sales tax as @ 
part of the program for balancing 
the Federal budget. 

The council announcement said 
the organization was “taking no 
position on the question but is con- 
ducting a poll among New England 
manufacturers solely to establish 
the facts as to their attitude.” 


50 MILLIONTH CAR IN 
HOLLAND TUNNEL MAY 28 
Jersey City, N. J.. May 31—The 
fifty-millionth automobile passed 





through the Holland Tunnel from 
New York to New Jersey at 9.46 
a. m., May 28. This total has been 
reached many months in advance of 
calculation made before completian 
of the tunnel. 
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DEALER'S HOUSE ORGAN 





BIG AID TO SALESMEN 


By JAMES R. LOWELL 

A house organ published monthly has been found by the 
Roehl-Nash Company, 1418 P St., Lincoln, Neb., to aid in 
keeping up the volume of the service department business, is 
instrumental: in keeping old customers and makes for good 
will when a prospect is approached by a salesman, according 
to Frank A. Roehl, president of the company. -He finds that 
many customers look forward to receiving the monthly bul- 
— 


letin and read it thoroughly. 

“A house publication, no matter 
how small or unpretentious it may 
be, must be carefully edited and at- 
tractive in appearance if it is to 
be of any value to the dealer,” Mr. 
Roehl said. “In my opinion a print- 
ed sheet is much more effective 
than a mimeographed one and is 
more than worth the difference in 
price. I have found, too, that it 
pays to break up the printed page 
by inserting cuts and special lines 
in order to attract the eye. 

“It is a temptation sometimes for 
the dealer to throw any sort of sub- 
ject matter that is handy into his 
house publication,” continued Mr. 
Roehl. “Working up material for 
the publication month after month 
or week after week, as the case may 
be, tends to become monotonous 
and the dealer may figure that he is 
justified in doing a second rate job 
in editing the bulletin because of its 
limited circulation. But experience 
has taught our organization that it 
is better to cease publication than 
to fill a house publication with hit- 
or-miss filler copy. The final 
analysis of such a publication is its 
readability and the relation of the 
subject matter to the job at hand.” 

The Roehl-Nash house organ is 
a one-sheet affair called “The Ser- 
vice.” It is published by the service 
department and its subject matter is 
planned entirely for the purpose of 
stimulating business in that depart- 
ment and holding the old customers. 
It is printed on a good grade of 
enameled paper. Slugs or set heads 
that are saved by the printer from 
issue to issue include the title, a 
slug head entitled, “Bulletin Board,” 
a cut which includes two hands 
holding and pointing to a blocked- 
in square inside of which the 
type may be changed, and which 
usually carries a statement in 
heavy type, such as “This is 
the month for brake adjustment 
and under-chassis tightening,” and 
several lines of ordinary type. The 
hold-over type appears on the front 
of the bulletin just under the title, 
as follows: “The information con- 
tained in this and every issue of 
The Service is given in a spirit of 
helpfulness to proper and economi- 
cal maintenance of your car. Sug- 
gestions we.make are preventive 
measures which, if observed, will 
save you considerable unnecessary 
expense and inconvenience.” On 
the back of the bulletin the hold- 
over type reads: ‘We are prepared 
to render complete service for our 
customers, including inspection, ad- 
justments, repairs and operating 
supplies. You may rely on us for 
dependable, guaranteed workman- 
ship and quality products. Issued 
by Service Department, etc.” 


As a sample of the subject matter 
of Mr. Roehl’s publication, showing 
how timeliness is preserved in each 
issue, a brief survey of the April 
number is of value. The front is 
dominated by a cut of a man in 


running togs, crouched on the start- 
ing line and waiting for the gun. 
Over the cut appears the title, “Get 
Set This Spring for Power and 
Economy.” The following copy calls 


~the reader’s attention to the ad- 








vantages and desirability of a clean 
cooling system, thorough lubrication 
and the other inspection and condi- 
tioning jobs that should be done in 
the spring. 

The remainder of the reading 
matter on the front of the bulletin 
is woven around a quotation from 
Ruskin: “There is hardly anything 
in the world that some man cannot 
make a little worse and sell a little 
cheaper, and the people who con- 
sider price only are the man’s law- 
ful prey.” The editorial matter that 
eould be composed from this state- 
ment is obvious, 

The bulletin board on the back of 
the bulletin carries for its Anril sub- 
ject, “Spring Tune-up for F p,” and 

on to say, “You can bring back 
the pep and power in that car of 


yours—and it won’t take long or cost 
much! After a season’s driving in 
all kinds of weather your car needs 
@® spring tune-up—inspection, ad- 
justments, possibly a few replace- 
ments and, what is most important 
to your car right now, a thorough 
cleaning of the cooling system. This 
work is vitally essential for the care- 
free operation of your car this 
spring. Ask us about our Special 
Spring Tune-Up Service.” 

The spring tune-up service is out- 
lined in detail in subsequent copy, 
thus doing away with the necessity 
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of sending out a special folder to 
service department customers. 

The house organ is 10 by 8 inches 
in size and is printed in three 
columns because of the comparative 
ease with which a three-column 
sheet can be balanced in make-up. 
Where short fillers are needed to 
piece out the copy, and occasional 
automotive joke or more often a 
squib such as “You can not afford 
to neglect regular lubrication—nor 
lubrication service which you do not 
know to be competent and trust- 
worthy,” is used. Occasionally a 
brief article explaining some new 
traffic ordinance or state liability 
law for motorists is printed. 


YORKVILLE MOTOR OPENS 
SHOWROOM IN NEW YORK 


New York, May 31.— Yorkville 
Motor Company, 1718 First Avenue, 
New York city, opened on Friday, 
May 27, They are Chrysler, Plym- 
outh dealers. Glen H. <Alberga, 
dealer; L. DeBordova, sales man- 


ager; Milton Epstein, assistant sales 
manager. All have been associated 
previously with the DeLisser Motor 
Company, 95th Street and Ist Ave- 
nue. 


iis 
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HAY WARNS AGAINST 
BOOSTING USED CAR 
APPRAISAL PRICES 


Chicago, May 31.—Raising of used 
car appraisal prices unduly in any 
locality is characterized as “danger- 
ous” by Thomas J, Hay, president 
and general manager of the National 
Used Car Market Report, Inc., pub- 
lishers of the Blue Book, the Red 
Book and other used car services. 

In a statement issued today, Mr. 
Hay says: 

“When one locality boosts used 
car values it is dangerous, because 
used car stocks naturally gravitate 
to the highest market. The over- 
supply will bring a reaction almost 
immediately, and will often involve 
serious losses to dealers. 

“The statistical division of our or- 
ganization determines real used car 
values through analyzing reports of 
actual sales from all parts of the 
United States and coupling these re- 
ports with used car appraisal meet- 
ings held in key cities throughout 
the country.” 


Bendix 


Automatic 


CLUTCH CONTROL 


for field installation 
and for your profit 


too. And a generous profit in it — for you, 


No new feature of 1932 cars has so com- 
pletely captured the motoring public’s 


enthusiastic favor 


as has Bendix Automatic 


Clutch Control. It’s an amazing device; still 
more amazing in the smooth perfection with 
which it works, and in the ease and comfort 
it brings to driving. 

Hundreds of motorists are asking, ‘‘ Why 


not put Bendix 


Clutch Control on my 


present carP’’ Easy enough. Inexpensive, 


BRAGG-KLIESRATH CORPORATION 


South Bend, Indiana 


(Subsidiary of Bendix Aviation Corporation) 


draws 








When throttle 
is closed, vacu- 
umpowerfrom 
mantfold, in 
Cylinder (B} 


{J} and Cable 


Piston 


(E}, disenga: 
ing clutch. 


When throttle is opened vacuum is cut 
off, clutch engages. Piston returns rapidly 
until air-slot {S-3} passes bushing {K}; 
then final engagement is chdoath 

onsy, air escaping through valve {G). 


os « manifold. 


Typical installation 
showing bow Bendix Automatic Clutch 
Control hooks up to clutch pedal, 
accelerator pedal, and 
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SAN DIEGO CHEVROLET 
DEALERS CONSOLIDATE 


San Diego, Cal., May 31.—Consoli- 
dation of San Diego Chevrolet deal- 
erships has been effected by the 
Campbell Chevrolet Company, which 
will continue to operate under that 
name, 

The Campbell Chevrolet Com- 
pany, whose headquarters are at 
16th and Broadway, has taken over 
the Bay City Chevrolet Company, 
State and C Streets, and will occupy 


that store as a branch for the time 
being. Campbell has also taken over 
the building formerly occupied by 
the Golden Chevrolet Company, 
University and Marlborough Streets. 


TIRE DEALERS GROUP 
Merced, Cal., May 31.—The Tire 
Dealers of Merced County, an asso- 
ciation of tire dealers, has been 
completed here. Officers are E, D. 
Freeman, president; Fred Bohn, 


vice-president; Harry Wiet, secre- 
tary and manager. Directors are 
John Landram, George Hayes, Jr. 
F. L. Boulogne, Ed Gravell’ and 
Lloyd 8. Ivy. 








We’re ready—with a Bendix Clutch Control 
unit completely engineered to do a perfect 
job; a husky vacuum cylinder and a factory- 
production type valve; easy to install, with 


full instructions. 


Instantly ‘‘the old car’’ 


is up-to-date in the 


best way — no more foot-power operation 
of the clutch. Get in touch with the B-K 
distributor or write. us for full particulars. 





or write us. 


B-K POWER BRAKES 
for Fords “A” 


A handy, compact, power- brake unit; uses 
the same vacuum; increases braking pressure 
as driver depresses pedal. Easy to install; « 
profitable item for you. Ask your distributor 


$19.50 installed 







and Chevrolets! 
















ACCELERATOR VALVE 


Plunger {A} attaches to accelerator linkage; conirols opera- 
tion of clutch. Plunger (C} cuts out operation of Clutch Com- 
trol at will of operator. Port {P-3} and slot {S-2} regulate 


sheed of engagement to degree of acceleration 





Beno = 
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DUTIES AND OP 
A WHOLESAL 


PORTUNITIES OF 
E SALESMAN 


(Continued from Page 3) 


tions are important reports to re- 
member. 

Competitive models, 
ceptions, how the public reacts to 
our new models and how competi- 
tive cars stand up and perform, 

Clear pictures are necessary of in- 
dustrial, agricultural and financial 


conditions. 

You should constantly bring your 
dealers the latest successful selling 
ideas, management methods, pub- 
licity programs and sales arguments 
used by other dealers in the im- 
mediaie territory. 

Be a “reporter.” Report to the dis- 
tributor. Report to the factory¥—and 
above all, carry good reports from 
one dealer to another! 


new car re- 


Planning Your Work 
S> far this outline has not touched 
upon the selling of cars as a whole- 
Sale salesman’s function. 


However, the job of wholesaling 
was boiled down into the statement 
that your job was to secure the 


maximum amount of profitable busi- 
ness out olf your territory. 

Ours is not primarily a manufac- 
turing or engineering problem. 
can build more cars than we can 
sell. Our problem lies with our dis- 
tributors and their efforts to get 
orders for car shipments from their 
dealers. You men, whose job it is 
to get these shipping orders, are on 
the front line of this business. 


his salesmen get the retail busi- 
ness their efforts entitle them to, so 
that your wholesale business is 


plentiful and mutually profitable. 


Plan your time with every dealer. ! 
routine of subjects, 


Have a regular 


to be discussed with each dealer. 


Know in advance what to say—and | 
the order in which to take up each | 


topic. 
Here is a suggested form 
. Accounting system. 
. Store-front signs. 
Number of salesmen. 
Prospects in the file. 
Literature stocks and uses. 
New ¢ar sales. 
New car stocks. 
. Used car sales. 
Used car stocks. 
Data books. 
. Ross Roy service. 
2. Special service tools. 
. Parts stocks. 
Morning sales meetings 
Salesmanship course. 
. Service salesmanship. 
. Local exploitation programs. 
. Special factory sales plans. 
19. Brown books. 
20. Reports to distributor 
21. Factory bulletins. 


22. Floor plan cars. 


Summing up, the wholesale sales- | 


man's duties have a wide scope. 

It is not an easy job. It must be 
backed by an intimate knowledge 
of | the retail car business in all its | 





STOCK CARS SHOW 
METAL IN ANNUAL 


INDIANAPOLIS RACE 


(Continued from Page 1) 


taining wall, almost the same place 
he crashed last year and in a very 
similar manner. Arnold received a 
broken collar bone and his mechanic, 
Spider Matlock of Chicago was in- 
jured internally, Last year Arnold's 
crackup put him in the hospital for 


six months. On both occasions he 
was leading when the crash oc- 
curred, 


The first ten finishers in yesteré 

day's race were: 
Driver and City 

Fred Frame, Los Angeles....... 
. Howdy Wilcox, Indianapolis.... 
. Cliff Bergere, Los Angeles...... 
Bob Carey, Anderson, Ind....... 
R. Snowberger, Philadelphia... . 
Zeke Meyers, Philadelphia 
Ira Hall, Terre Haute 
Fred Winnai, Philadelphia 
. Billy Winn, Kansas City 
. Joe Huff, Indianapolis.......... 


ie ee a 


a 


Following are the drivers who were 


had crossed the line: Phil Shafer, D 
Tony Gulotta, Kansas City, and St 


We | 


It is} 
up to you to see that the dealer and | 


|phases and the planned effort re- 
|quired to make money. 

Conditions change rapidly these 
days. This calls for constant study 
—an open mind and an unflagging 
enthusiasm if you are to succeed in 
the future. 

Be a professional wholesale man. 
Be @ giver of service as well as a 
taker of orders—and remember, the 
speed of yourself is the speed of 
your dealers. 

Three major qualifications of a 
good wholesale salesman: 

1. Be a better retail salesman than 
any retail salesman in your terri- 
tory. 

2. Be a better retail sales manager 
than any retail manager in your 
| territory. 

3. Possess the faculty of impart- 
ing your know sedge to others. 





Dealer’s New Car Stocks 
June 1 Put At 180,000 


(Continued 


May turned out to be a good sales 
month for the entire industry, the 


loosening of delayed buying caused 
by the Ford delay continuing from 
April over into May. The manu- 
|facturers continued to hold their 
production schedules directly in line 
with public consumption, 

Despite the slight upturn in 
dealer stocks of new cars during 
May, the holdings continued to be 
much below what they were a year 
|ago. As of June 1, 1931, dealer 
holdings were estimated at 307,500 
units. This year’s June 1 figure 
represents a decrease of 41 per cent. 
from the 1931 total. 

Because of the production of 5,000 
more passenger cars in the United 
States in April than had been al- 
lowed for in the estimate of dealer 
car stocks as of May 1 and the fail- 
ure of sales to reach the expected 
total by a small margin, it was 
necessary to revise the inventory 
figure for May 1, as presented in 
Automotive Daily News. The first 
| figure was 161,000, and the revised 
total is 168,000 for that date. 

It is likely, due to the continual- 
ly increased production by the Ford 
Motor Company, that new car in- 
ventories during the summer 
months may fail to show the usual 
seasonal downtrend. As a matter 
of fact, stocks are so low that not 
much of a decrease could be ex- 
pected in any event. 

While Ford dealers expect to be 
able to deliver | all the cars b they can 





Sales of little “Blue Books,” each 
containing coupons worth $10 for) 
| various kinds of servicing operations, 
| all for the price of one dollar, are 
| being used to advantage by the 
Northeast Motor Sales, Inc., Pontiac 
dealers, 8046 Frankford Ave., Phila- 
delphia. Not only have the booklets, 
which fit comfortably into the vest 
pocket, attracted much attention to 
the service department and brought 
in profitable business beyond that 
represented by the coupons, but they 
havo also more than doubled the 
sales of lubricating oil, 

The coupons in the booklet call 
for the following classifications of 
service: Car wash, tube puncture 
repair, top dressing, spring spray, 
greasing, when having a change of 





| oll, the coupon user to purchase the 
Car "Time Average 
Miller-Hartz Spl....4:48:03.79 104.144 


-Lion Head Spl..... 4:48:47.46 103.881 
Studebaker Spl..... 4:52:13.23 102.662 
Meyer Spl.......... 4255:57.90 101.363 
Hupp Comet Spl...4:59:08.70 100.286 
Studebaker Spl.....5:04:38.56 98.476 
Dusenberg Spl...... 5:05:28.52 98.207 
Forem. Ax. S. Spl..5:10:50.50 96.512 
Duesenberg Spl.....5:10:55.25 96.488 
Goldberg Spl....... 5:42:31.27 87.586 


flagged off the track after Huff 
es Moines; Kelly Petillo, Los Angeles; 
ubby Stubblefield, Los Angeles, 


| 


BARRY OF N. T. D. A. 
URGES 5c. TARIFF 
ON CRUDE RUBBER 


(Continued from Page 1) 


dustry. It will have a two-fold ef- 
fect. It will permit a fair selling 
price for tires and compensation on 
invested capital to manufacturers 
and dealers. It will enable manu- 
facturers and dealers ‘to pay livable 
wages to their employees. I believe 
that American citizens are more in- 


terested in a plan leading to the re- 
turn of livable wages rather than 
low commodity prices.” 

It is estimated at association 
headquarters that if the proposed | 
3-cent a pound excise tax on rubber 
or tires is passed and made a part 
of the Federal taxation plans, the 
inevitable result will be an increase 
of about 45 cents in the price of the 
average tire, necessitating a 15 per 
cent. increase in the retail selling 
pr oes, 


from Page 1) 


get for a month or so, they prob- 
ably will increase their holdings for 
sample and demonstration purposes 
during June. The pressure of or- 
ders and the desire of the retailers 
to start deliveries as quickly as pos- 
sible caused them to hold their 
demonstrators down during May. 
When the Ford orders on hand 
are exhausted, an upturn in car 
stocks probably will develop. This 
probably will not be until well along 
in the summer, This will be due to 
the placing of normal stocks into 
the hands of the most than 10,000 
Ford dealers in the domestic mar- 
ket. In view of the low stocks pre- 
vailing among all dealers, the bring- 
ing of Ford stocks to a norma! level 
may lift total inventories to above 


the 200,000 mark in the fall months. 
shows the 













The following table 
course of dealer stocks of new cars 
during recent years: 

1932 1931 1930 

January... 163,100 284,400 455,000 
February.. 176,300 278,000 479,200 
March.... 181,000 305,000 515,500 
aaa s 178,000 310,400 507,400 
May . *168,000 306,400 479,800 
NO 6 ean 180,000 307,500 459,000 
I is ote 299,700 457,000 
August.... ... 273,000 401,000 
September ..- 260,400 360,000 
October... ... 235,000 339,300 
November. .-. 183,000 283,000 
December. ... 151,300 276,800 

*Rev rised. 
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Car Dealer’ S ‘Blue Books’ 
Boost Service and Oil Sales 


new oil from the firm; transmission 
and differential flushing; generator 
and starter inspection and adjust- 
ment; radiator flushing. A special 
coupon in about the center of the 
booklet—and this is the only one 
that is transferable—allows’ the 
holder $20 in cash on the sale of a 
used car priced at over $200, and 
$10 in cash on the sale of a new car. 
Each booklet bears a printed serial 
number. 

A word “To the Purchaser” on the | 
inside cover of the booklet gives the | 
following explanation: ‘“We want to 
increase our business, so we offer 
this Blue Book and we trust you 
will use it and become another 
regular Satisfied Customer. We 
hereby guarantee redemption of 
these coupons at any time and ren- 
der service free to the amount speci- 
fied by each coupon only—any day. 
“Service with a Smile—Satisfaction | 
Guaranteed,” is our motto. 

Attention was called to the book- 
lets in newspaper advertisements 
and those desiring to resell them for 
$1 each were offered the booklets at 
half-price, or 50 cents apiece. The 
firm’s oil and grease sales were in- 
creased largely by motorists who 
purchased the booklets and came in 
for a free greasing job when having 
a change of oil, and from those who 





What Engineers Will fear 
At White Sulphur Springs 


(Continued from Page 5) 


tension of lubrication research into 
the region of thin-film lubrication 
where the bearing is operating un- 
der unstable conditions. The re- 
sults indicate that, in this region, 
bearing friction, and hence the heat 
developed, is not a function of 
ZN/P but is dependent also upon the 
particular values of the operating 
variables. A comparison of the run- 
ning-in characteristics of babbitt 
metal and bronze is also included. 

Effect of Temperature on the De- 
termination of Gum in Gasoline.— 
Dealing with the effect of tempera- 
ture of evaporation on the meas- 
ured gum-contents, this paper 
shows that the measured gum- 
content becomes less as the tem- 
perature of evaporation is increased 
but that the relative gum-contents 
of a series of gasolines are inde- 
pendent of the temperature of 
evaporation. Accordingly, any con- 
venient volume of gasoline and any 
convenient temperature can be em- 
ployed for the determination of 


took the free transmission and dif- 
ferential service, buying their new 


lubricant grease of the firm at regu- 
lar price. Many of the smaller 
servicing jobs obtained from the 
booklet-holders taking advantage of 
the various free operations, were 
carbon cleaning, brake adjustments 
and minor repairs of one kind and 
another. 

The first coupon in the booklet 
has spaces for filling out with the 
name and address of the ultimate 
purchaser; the make and year of his 
car; its model and license number 
and the owner’s telephone number. 
The first service work coupon is 
that entitling the holder to a free 
car wash, wire wheels included, this 
operating being valued at $1. The 
next coupon is an advertisement for 
e firm, enumerating the various 
classifications of service, as well as 
car and parts sales divisions. The 
next set of coupons is for free tube 
repairs, valued at 75 cents, there 
being two of these tear-off slips, 
each bearing the statement that the 
tires are removed and remounted 
free at the service department for 
this operation. Next two car washes 
at a reduced price—50 cents each, 
instead of $1 apiece, any day, includ- 
ing wire wheel wash. Neither of 
these coupons entitles the holder to 
a free wash, however. All through 
the booklet each service coupon is 
accompanied by its price value, 
plainly printed, showing the holder 
of the booklet that he gets his full 
$10 worth of service for $1. 

Of course, the customer wih! 
been sold the work in advance, so 
to speak, retains the booklet and 
keeps coming to the | service © depart- 


feature 
Unusually Comfortable Rooms, 
Rates Starting at $2.50 
and the 
Finest Food in their Respective Cities 


1050 ROOMS 


| a 655 ROOMS 
—— 


450 ROOMS 
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gum contents. Further, the rela- 
tive values thus obtained should 
correspond closely with the relative 
weights of gum deposited in the 


engine manifold by these gasolines. 

Effect of Humidity on Engine 
Performance. — That atmospheric 
humidity has an effect on engine 
power has been recognized for some 
time but some doubt existed for a 
time as to whether the effects ob- 
served were proportional to the 
relative or to the absolute humidity. 
A series of tests made in an un- 
usual way decided this point con- 
clusively. These tests and others 
augmenting the range of conditions 
and the factors covered are dis- 
cussed. Since variation of humid- 
ity affects power to an _ extent 
roughly equal to that resulting 
from barometric variation, the re- 
sults of automotive-engine tests 
should be corrected to standard 
dry-air conditions, as is already 
done in the case of aircraft engines. 


ment, permitting eontacts for extra 
operations and insures work for the 
shop. 

In 40 per cent. of the cases, the 
firm has been able to sell the book- 
let-holder a 75-cent polish job in 
connection with his first free wash, 
and other extra jobs in proportion, 
“One hand washes the other” in sev- 
eral of the coupon sequences, and 
by the time the customer has used 
up his booklet, the firm has had at 
least a little profit from its sale, not 
to mention making new good will 
friends and the advertising value of 
the device. 


G. M. TRUCK STARTS 
WORK ON U. S. ORDER 
Pontiac, May 31.—Production on 
an order for 1,500 United States mail 
truck bodies at a rate of six a day 
has begun at General Motors Truck 
plant. 
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In CLEVELAND its 


THE HOLLENDEN 


ELMER HOGREN, Manager 


- 1050 BATHS 


4-Station Radio Speaker in Every Room 


In COLUMBUS its 


THE NEIL HOUSE 


TOM A. SABREY, Manager 


e 655 BATHS 


In AKRON its 


THE MAYFLOWER 


C. J. FITZPATRICK, Manager 


° 450 BATHS 


4-Station Radio Speaker in Every Room 


All DeWitt Operated Hotels are in the Heart 
of their Respective Cities 











